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A JOURNAL FOR ADVERTISERS. 






Gro. P. RowELL & Co., Publishers, 10 Spruce St., NEw YORK 


Under the Mahogany 


is a good place for your feet. When youcan $ 
get that near to a man it oftentimes means business— < 
and shekels for him only who seeks patronage. 





But no great advertiser ever achieved greatness (if 2 
greatness means wealth) through the beaten path of 
friendship. In the lexicon of printers’ ink and success, 
which fate reserves for him who tempers boldness 2 
with sagacity, there is no such word as—patronage. $ 

Shrewd men, who have made millions by adver- 
tising, are accustomed to ignore friendships, and 
measure newspapers without mercy ; with them Mr. 
Silvertongue counts for nothing, and circulation must 
stand the crucial test of full value for cold cash— 
round profit on the outlay. 


The San Francisco Examiner wiil stand that test. 
It is the one live and leading newspaper in California, 
and goes into the homes of the best people for ad- 
vertisers to reach. Able, independent and aggressive, 
it is the most complete newspaper west of Chicago. 
Moreover, its circulation naturally leads all others, and 
is fully equal to that of the two other San Francisco 
morning papers combined. 


64,545 Daily, 75,250 Sunday, and 76,450 Weekly, 
is the sworn average for August. 


W. R. HEARST, Proprietor. 
W. J. RITCHIE, Eastern Agent, 
18 World Building, New York. 2. 
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The Hand 


That Rocks 


the Cradle, 
IT HAS BEEN SAID, 


Rules the Nation. 





Be that as it may, it certainly is a 
powerful factor in the expenditure of 
the family funds. 

The families of the Atlantic Slope 
are intelligent and well-to-do finan- 
cially. 

The Atlantic Coast Lists papers reach 
them every week. 

One order, one electrotype does it. 


ATLANTIC COAST LISTS, 


134 LEONARD ST., NEW YORK. 


Catalogue free. 
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RETAIL ADVERTISING IN LONDON 
‘By Fohn Piggott. 
(** My Tailor,” “ My Hatter,” etc.) 
Premising that the idea of writing-up 
my own business or boasting of my 
own achievements would be the last 
in my head, I have no objection to 
comply with PRINTERS’ INK’s request 
that I should write my experience of 
retail advertising in London. 
In any retail business, the position 
of the store is of capital importance. 
I trade in the heart of the commercial 


As for distinctiveness in trading, I 
believe in a name or style striking 
enough to be talked about. ‘I'wenty 
years ago, when Disraeli (afterward 
Lord Beaconsfield, now dead) and Mr. 
Gladstone, happily still alive, were the 
powers in politics, their names in 
every one’s mouth, the block shown on 
the following page was drawn for me 
by Faustin, the famous French artist, 
at that time an illustrator on the 
Figaro, It represents the two famous 
statesmen, Gladstone in a first-class 
hat and a shabby suit, and ‘* Dizzy” 
(as he was called) 





part of London, 
the city proper, | 
and I aim to catch 
the business man 
of all ages, believ- 
ing that, other 
things being equal, 
he will buy near 
his own place of 
business in prefer- 
ence to journeying 
out to the West 
End, or depending 
for his supplies on 
the traders located 
in the residential 
quarters. 

A retail business 
should, however, 
be so worked as to 
acquire the quality 
of distinctiveness. 
Let us be different 
from our neighbors. We may not be 
better, we can only do our best, but 
we can be different. Let us. It is a 
good thing to have known principles 
in trade. Ours is this: No credit 
under any circumstances. We don’t 
believe in letting the cash purchaser 
pay higher for his goods, so that we 
can afford a proportion of bad debts 
on the credit ledger. The corollary of 
this is—you must give satisfaction to 
your customer; that is the only reason 
by which you can hold him. It is not 


BA Sant 


like a concern where there are running 
accounts. 








Joun Piccotr (of London.) 


in a poor hat but 
a neat rig-out of 
clothes.  _—- 
tailor,” quoth 
“Dizzy,” indi- 
cating 117 Cheap- 
side. *‘My hatter,” 
replies Gladstone, 
pointing to the 
same entrance, and 
politely making 
way. I do not 
think it is an ex- 
aggeration to say 
that this made us 
the talk of the 
town. The comic 
papers parodied or 
joked upon the 
picture, and we 
gota deal of free 





— 


advertising from 
skits and jests in the press. Peo- 
ple used to write to journals which 


answer correspondence in print, to 
know whether the famous political 
incident really did happen, and we 
were personally questioned many 
times as to the truth of it, and I have 
no doubt that you could find scores of 
people who still firmly believe that this 
obvious joke is a sober truth. 
Anyway, it was a joke that meant 
serious business. When we had the 
corner shop represented in the illustra- 
tion (it is pulled down now, the cor- 
poration having wanted the ground to 
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widen Cheapside—but they compen- 
sated me), we sold 500 to 600 hats a 
day, one by one, to retail buyers. 

A great part of our advertising—the 
greatest part in late years—is by price 
lists. We circulate a large number, 
and they bring us quite a respectable 
post-office delivery every morning, in 
the shape of cash orders—the only sort 
we execute. We endeavor to supply 
every class of customers. We sell a 
suit in the ready-made department of 
fair quality, respectable black or dark- 
blue clothes—clothes that will wear— 
for eleven shillings and two pence, two 
dollars and sixty-eight cents American 
currency, or we can give you a suit of 
clothes in the order department good 











Faostis 





Giapstone: ** My Hatter, Sir!” 
Dizzy: “ My Tailor, Sir!” 


enough for the Prince of Wales. 
Clothes and hats, though the staple, 
are not the only departments. Athletic 
outfits, hosiery, shirts, boots, water- 
proofs, trunks, photographic goods, 
cameras, bicycles, and so on are all on 
sale. It is a principle of the house 
that every man must know his depart- 
ment. The man whosells bicycles can 
ride a bicycle; he will sell them all the 
more intelligently. 

In newspaper advertising I have been 
censured for putting in too much. I 
may be wrong, but the principle is a 
clear one. We get in small cuts of as 
many things as the space will hold, and 
set the descriptive matter -mail. <A 
man who wants a cricket bat, and sees 
one pictured, will read what the price 


is, if he has to get a magnifying glass 
to do it. 

A man from Johannesburg, in South 
Africa, told us a tale the other day 
that flattered me, but is worth writing 
out for all that. He said he saw a 
man hung up for want of funds at a 
Johannesburg hotel—his mail hadn't 
come. He had spent all the money he 
had, and had begun to live on credit. 
When a new mail came in, by bullock 
cart, the expected remittance still hung 
fire, and the stranger looked like being 
put out on the road. But finally the 
landlord said: ‘‘Look here, you’ve got 
*Piggott—My Tailor,” on all your 
clothes; and ‘ Piggott—My Hatter,’ 
in your hat; and ‘ Piggott—My Boot- 
maker,’ on your boots, Well, {| know 
Piggott’s place in London. I'll trust 
you another twenty.” He was as good 
as his word, and he got his money back 
all right. 

The story isn’t told merely to “‘plum 
myself up.” It has a moral in it. 
There was shrewdness in the appar- 
ently unmeaning confidence of the hotel- 
keeper. He knew that his man could 
not have got his rig out from me unless 
he paid down hard cash for it, and he 
reasoned from that, as it was a pretty 
complete outfit, that the man was 
probably _ solvent. Circumstances 
proved that he was right. 

This is not an isolated case. 

THE AD THAT WAS KILLED. 

‘By a Western ‘Banker. 

It seems as if this happened a long 
time ago, so intense has been the 
anxiety during the intervening time, 
but counting by the calendar it was 
about three months since. 

The hard times of early May had 
grown more pinching; the banks of 
the biblical Zimri had closed their 
doors, but the story of misfortune did 
not stop there. Anex-Secretary of the 
Treasury failed; national banks in 
some of the large cities closed their 
doors, and we suddenly faced the 
fact that we were in the very center of 
a money panic of vast proportions and 
far-reaching influence. 

Banking is the only business in the 
world where every dollar of debt comes 
due the moment the bank’s creditors 
call for it, and where inability to honor 
the call the instant it is made means 
failure. 

Every banker has contemplated the 
possibility of a run on his bank, and 
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has made a mental inventory of his 
ability to meet it. He will have on 
hand either the cash or good notes and 
securities. With these latter he will 
seek help from his neighboring banks, 
or from his correspondents in larger 
financial centers, and while he may be 
compelled to make some sacrifices to 
obtain ready cash, still he feels sure 
that the help could be obtained. 

He was able to test these theories 
last May and June. He then dis- 
covered that there was one contingency 
for which his speculations had not pro- 
vided ; this was that every other bank 
in the whole country should need as- 
sistance, or be in danger of a run, at 
the very time that he was requiring 
their assistance. But this was the con- 
dition then. 

At our bank we had nothing that 
could be called a run, but, as with 
every other of the nine banks of the 
city, we were each day losing by with- 
drawals in a way that gave us great 
alarm. How long this would keep up 
none of us could tell, but if it held on 
long enough it meant the closing of 
the bank doors. Could anything be 
done? 

The timid man answered, No. 

Several banks were known to have 
failed because of the unwise word or 
act of aclerk. The public mind was 
under such a strain of caution and 
doubt that a trifling thing, too small 
to be noticed at ordinary times, might 
draw suspicion upon a bank and in- 
augurate arun of frightened depositors, 

Yet, it seemed almost cowardly to 
sit still and do nothing to try and 


change this situation. Among our 
officers was one man whose business 


had been largely built up by advertis- 


ing. It seemed to him that this was 
the time, of all times, to assume an 
aggressive attitude, to take it for 


granted that every one in the com- 
munity knew that this bank was solvent 
and solid, and to come out boldly asking 
for new deposits and new business, 
He argued this way to the others, and 
finally took his pencil and a bit of 
paper, wrote a few lines and then 
handed around what he said was his 
idea of the advertisement needed for 
the occasion. 

Said he, as he passed the paper 
around: ‘* We have one hundred stock- 
holders in the city and a board of di- 
rectors of fifteen men. These men are 
all strong financially and well known 
to every persen in the city. If their 
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names were ever of any good to the 
bank they ought to be good now. Let 
us take it for granted that the public 
have unlimited confidence in us, and 
ask people to come in with their de- 
posits. My idea is that men will take 
such an announcement at this time as 
showing great strength and fearless- 
ness, and instead of losing money 
every day we will gain in deposits.” 

The ad he had mapped out was 
this : 





Better than a Government Bond 


is an account in 


The Economy Savings Bank, 
1233 Main Street. 


The Stockholders are over 100 of Silver 
City’s Solid Citizens. 

Our Directors are Fifteen of the most suc- 
cessful and substantial business men 
in the City. Here are their names: 
Officers and Directors: > 3 
In these men’s hands your money is 
safe and earning interest for you. Don’t 
run the risk of tramps, fire or burglars, 
Open a savings account at once, 


We looked at this and then at each 
other. Was it a wise thing to do? 
How could one answer this? Perhaps 
it would be a verv shrewd move at this 
hour, but suppose the public did not 
look at it as we expected, and that it 
shouid start questionings and suspicions 
and a run; how would we ever excuse 
ourselves for that ? 

At such a time doubt always holds 
the strongest hand, No one could 
guarantee that the ad would surely do 
good; every one had to admit that 
there was a possibility of its doing 
harm ; of course, under these circum- 
stances the conservative man won the 
day, and the policy of doing nothing 
won, 

This man caution can now say 
for himself that, under the course ad- 
vised by him, the bank weathered the 
storm ; there was no run and the panic 
is subsiding. but the purpose of this 
article is to ask intelligent and ex- 
perienced advertisers what they believe 
would have been the effect of that ad- 
vertisement had it been placed in the 
papers. What effect would it have 
produced on your mind had you read 
it, being a depositor in that bank? 
Please answer this question in PRINT- 
ERS’ INK, if only by a word or two, 


ol 
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PRINTERS’ INK, 
READY-MADE ADVERTISEMENTS. 


Original Suggestions From Various Contributors. 





Readers of Printers’ INK who make use of any advertisements appearing under this 
head will confer a favor by mailing a marked copy of paper containing same to the editor of 
Printers’ Ink, Newspaper Box 150, New York City. 





For a Grocer. 


A Grocer 
With Any “Sand ”’ 


Will not put it in his sugar, but rather into 
business principles. Pure Sugar is a good 
thing to be able to sell, but much of it is adul- 
terated in these days. 

The watchful grocer is careful what he 
buys—then he knows what he is selling. 

This is the only way in which a reputation 
for reliability can be built up. 

As in Sugar, so with Tea, Coffee, Flour, 
Butter—everything we keep for public con- 
sumption. 

We BUY THE BEST, therefore SELL 
THE BEST, and are satisfied with a reason- 
ably small profit. 

Perhaps you know this already. 
you do if you deal with us. 


BOX & BARREL, 


Cash Grocers. 


Certainly 





For Pictures—(By C. A. Bates). 
Here's an imitation artist’s proof etching— 
most of you would never know it from the 
genuine—in a 2-inch white enamel and gilt 
frame, 22 x 28 inches over alJ, all for 


79 Cents! 


The picture will not shame you, put it 
where you will,and you have over 60 different 
subjects to choose from. 

We tell you honestly and fairly that we 
could not make to order the frames alone for 
less than $1.25 each. Don’t wait too long to 
get one ortwo. They won’t last always. 

IVORY BLACK & CO., 
Artists’ Materials, 
33-35 Main Street, Mexico, N, J. 





For Drugs—(By S. Norwa/k). 


For that 
“ After The Ball” 


Feeling 


come to us and we'll fix you up something 
at our soda fountain that will make you feel 
like anew man. You'll like it so much you'll 
want a bottle in the house all the time. It’sa 
specialty of ours and we call it-—————. 


D, RUGS. 








For Gloves—(By G. F.. Fairhead). 
How to recognize a 


cooD 
BLACK 
KID 


It should be very elastic, if not, will 
tear. Should be white inside, if not, will crock 
and is rotten. Should be soft and fine as tan 
or gray, if not, the skin is inferior, Should 
have gussets between the fingers, if not, will 
tear out. 

Our Excelsior Kids meet all requirements. 


HAND & GLOVE. 





For a Baker—By G. P. Kleiser). 


Baking—Botheration ! 
( Better 
Buy 

g<= < Brown’s 


Big 
| Biscuits. 


Better than Bread. 








For Millinery—(By Sidney C. Lewi). 
A “Love” of a Bonnet 


is frequently the cause of a quarrel in 
the family. Ours are not so expensive 
as to cause one, We have 


Novelties in Style 


AND 


Surprises in Price, 
combined, on exhibition. 


THE MILLINERY BAZAAR, 
tog Tenth St, 

















For Real Estate Agent—(By Jed Scarboro). 


Elephants Cared For. 


If you have a house for sale or rent, and 
itis proving an *‘elephant on your hands,” 
let us look after it. e’ll sell it or let it, as 
you wish, if there’s a possible customer in 
town, Rivet that fact in your mind, then call 
and we'll clinch it. 


STOOP & STORY. 








For Furniture—(By C, A. Bates). 
A $20,000 
Bed Chamber. 


At the World’s Fair there's on exhibition 
anideal bedroom, !t is exquisitely finished 
in white enamel, blue and gold, and decorated 
with pale pink cupids and garlands, 

Do you suppose you would sleep any better 
there than in one of your own cosy rooms on 
one of our $37 folding beds ? 

When you get a hair mattress just so good 
youcan’t make it any better, so a $20,000 bed 
couldn't have a better mattress than our $37 
one has—and the mattress_is the bed, after 
all, Bear thisbedin mind. It’s equal to thos: 
sold elsewhere for $50, 


ENTERPRISE FURNITURE CO., | 


Fountain Square, 





For Shoes—(By Grenville O, Kleiser). 
Because 
A Horse Shoe 


denotes “ good-luck’”’ is no reason 
why a man should wear them, Yet 
thousands of people buy shoes to which 


a horse would say “ neigh !” 


We Fit Feet 


with superior shoes at fair figures. 
We don’t sell AT COST, but mighty 
near it. We have a $4 shoe that costs 
us $2.75 which we sell at $3. 


SHOE, LACE & CO, 





For a Crockery Store, 


Cracked 
Dishes 


are unsightly on the table—they are 
worse—they are uncleanly, 

No amount of washing will get the 
dirt out of the crac! 

We don’t believe any woman will be 
willing to put them on the table after 
visiting our store and seeing the price 
at which she can get 

China, 


Genuine Imported Cups and Saucers, 
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For Overcoats—(By Top O’ Collum). 
Clothed 

and in his Right [lind ! 


No mancan be said to be thorough- 
ly in possession of his senses who 
does not provide protection against 
atmospheric changes in the form of a 
fall overcoat. This jis the season 
when you are most likely to take 
cold, and a little care now may pre- 
vent a long fit of illness, Wonderful 
how cheaply we can fit you out with 
a proper light overcoat! Frem $8 
up—the very best for $18. 


SUITINGS & CO. 
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For Shoes. 


How Many Children 
Have You? 


How many iimes a month do you 
visit the shoe store? Of course, 
your children are just like other 
people’s—always wanting new shoes. 
You can’t let them go to school with 
their toes sticking out. We have on 
hand a line of boys’ school shoes on 
which you can 








Save 50 per cent. 
In Shoe Leather. 


They are not the rough, cheap-looking 
kind—commonly called School Shoes, They 
are neat, strong and durable, and only cost 


$1.25 a Pair. 





Ice is getting 
cheap! 


Because the supply is more than equal 
to the demand at this season of the 
year. 


Coal is getting 
Dear 


at all the yards in the city except the 





yards of 
ANTI-FROST & COLD. 
White Ash for......... $5.75 
We are sling} WO GOR BR nckcccceess 6.00 
Nut. cocccccccccccccces +2480 


Special Rates on Large Orders. 
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SOME AUXILIARY FORMS OF AD- 
VERTISING. 
By Fobu Z. Rogers. 

Of the various accessories to general 
newspaper advertising that have sprung 
up and become popular among adver- 
tisers, within a comparatively few 
years, handsome lithographs and at- 
tractive hangers and small signs come 
very near heading the list. 

Lithographic work, in one form or 
another, is used by nearly every large 
concern in the country where advertis- 
ing is at all general. 

Mr. John R. of the 
Lithographic Co., which is controlied 
by the Knapp Co.,, tells me that the 
use of lithographs by advertisers has 
increased over 400 per cent. during 
the past few years, and that over one- 
half of the amount of work turned out 
each year by the big Knapp Co. is 
used by large concerns for advertising 
purposes alone, while a little over a 
decade ago only about 20 per 
consisted of lithographic advertise- 
ments. 

One can form a fair idea of the pro- 
portions this one branch of advertising 
has assumed from Mr, Giles’ statement 
to the effect that company fre- 
quently make lithographic copies of oil 
paintings, for the original of which 
the advertisers pay as high as $20,000; 
that some concerns regularly pay the 
Knapp Co. in the vicinity of $200,000 
a year for lithographic advertising mat- 
ter, and that a recent order for 100,000 
copies of a picture, reproduced in 18 
colors, size 24x36 inches, was not suf- 
ficiently out of the common run of 
orders to create any especial comment 
in the office. 


Giles, Giles 


cent. 


his 


In the course of conversation with 
Mr. Giles I learned that among the 
best patrons of lithographed adver- 


tisements—as far as big orders were 
concerned — were cigarette, 
and soap firms, and that the method 
of distributing the pictures usually con- 
sisted of sending them by mail, on re- 
ceipt of a certain number of cigarette 
or tobacco stamps or 
wrappers. 

Equally as surprising as is the in- 
crease in the use of advertising matter 
of this kind is the apparently small 
sum for which the lithographs can 
sold. As works of art they appear, at 


tobacco 


tags, or 


soap 


be 


least to the layman, without fault, and 
a generation ago they would be deemed 
An 


fit to grace any drawing-room. 
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average lithograph, say 14x21 inches, 
f r2 colors, can be turned out at a 
cost to the advertiser of from 12 to 18 
cents a copy, dependent on the size of 
the order. 

The subjects that are most popular 
are either of a sentimental or sporting 
order. I saw a splendid picture on 
one of the easels called In Full 
Cry,” representing a pack of hounds 
in hot pursuit of the quarry, while the 
leaders of the pack were in the act of 
clearing a fence. ‘The picture was one 
of a lot of 200,000 just finished for a 
Western firm. 

A big business is also done in the 
kind of lithographs that are technically 
called *‘ cut outs.” The old, familiar 
standing pasteboard advertisement of 
= You Dirty Boy,” is of 
In the studio was one of a 
lot just finished for Hlecker’s Buck- 
wheat, representing a pretty, sunny- 
haired little girl, with her arms full of 
packages of Hecker’s, some of which 
were just about to fall to the ground. 


of 


“ 


Pears’ soap, 
this class. 


It was a life-like picture, and one that 
could not fail to attract attention. 
Cut outs are usually used for dis- 





play in stores and store windows, ‘The 
one advertising Hecker’s Buckwheat 
was about 36x30 inches, and was 


printed in eight colors. Cut outs of 
this kind can be supplied to the adver- 
tiser at from 24 to 36 cents each, ac- 
cording to quantity. These cut outs, 
as their name implies, are printed on a 
large piece of card-board, and then 
stamped cr cut out on lines that just 
clear the colors. 

Newspapers, according to Mr. Giles, 
rapidly adopting lithographs as 
daily or Sunday premiums, 

‘““The New York Aecorder,” said 
he, ** one of the first papers to 
take up the custom, and now the reg- 
ular order of the Recorder 175,000 
pictures for each Sunday. The Louis- 
ville Courier-Journal is also giving 
away pictures with copies of its paper, 
and last March the Chicago 77%bune 
took it up. In nine weeks we swelled 
the circulation of the 777bune, by 
means of the lithographs, from 80,000 
to 135,000 copies. 

I did not inquire whether the people 
bought the paper for the purpose of 
reading the news and advertisements, 
or for the sake of getting a handsome 
picture. 

Among the largest customers the 
Knapp Company has for its litho- 
graphic work are C, I, Hood, J. C 


are 


was 


1s 

















Ayer, Scott & Bowne, and other large 
advertisers, 

** What effect,” I asked, ‘‘do you 
think this enormous expenditure for 
pictures has had on the appropriations 
for regular newspaper advertising ?” 

** As near as I can learn it has hada 
good effect. It is regarded by the 
concerns we deal with simply as an 
adjunct to their regular advertising, 
and the newspaper advertising has 
been increased rather than decreased.” 

And Mr. Giies ought to know. 

Hangers, signs and banners are used 
for a multitude of advertising purposes. 
They extol the merits of corn cures in 
drug stores ; recommend a certain to- 
bacco in tobacconists’ windows, and 
suggest to you in Broadway cable cars 
the best company in which to insure 
your life. They have had almost as 
swift and as big a jump into the favor 
of advertisers as lithographs, and can 
be bought in great variety. 

Next to the common sign printed on 
card-board comes the tin sign. These 
tin signs naturally vary in price, but 
those of average size can be bought for 
from 7 cents to 12 cents each. A re- 
matkable peculiarity about many tin 
signs is that they are not tin at all, but 
common sheet iron, paradoxical as it 
may appear. 





Glass signs are very effective, but 
are not generally popular, on account 


of their being expensive and also very 
liable to be broken. Embossed gold 
signs are attractive but expensive. The 
lettering is stamped into a card and 
the raised letters on the reverse side 
gilded. An average sized 
gold sign frequently costs as high as 
50 cents in 1,000 lots. 

Hangers and signs that are very 
attractive and durable, and also not ex- 
pensive, are velvet or ‘* flock work” 
signs. They are used by such con- 
cerns as Royal Baking Powder, New 
York Mutual Life Insurance Co., 
Adams’ ‘lutti-Frutti, and others. They 
are made over near the East River, at 
No. 125 Maiden Lane, by J. Thoub 
boron. 

Mr. Thoubboron has been in the 
sign and hanger and printing business 
all his life, having been at one location 
in Cedar Street thirty-six years. 

‘“ The beauty of these flock signs,” 
said he, ‘‘ is, aside from their price and 
durability, the excellent background 
the material furnishes for the letters.” 
It does make a fine background, and 
white letters, say, on a neutval back- 


embossed 
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ground of flock, stand out much better 
than it appears possible under any 
other process, 

Flock is made from pulverized wool, 
and the process appears quite simple. 
For cards and hangers stock of tough 
Manila rope is used. The lettering 
is embossed on the card, and then all 
portions of the card except the letters 
are covered with the flock. It serves 
as a fine background, and has a sort of 
clothy feeling not unlike a very coarse 
velvet. The cost of the flock cards 
varies of course according to size and 
quantity. A card of average size, 
7x13 inches, costs Io cents in 1,000 
lots and 6 cents in 10,000 lots. These 
figures are for two colors, but the 
amount of lettering has no effect on 
the price. 

A very handsome card for car adver- 
tising, made for Royal Baking Powder, 
the regulation car size, 11x21 inches, 
costs about 14 cents in 1,000 lots, 

Banners are made of flock in a 
similar way as cards, the only differ- 
ence being that cloth and not Manila 
board is used as a foundation for the 
flock. 

These cards are used for almost 
every purpose and ina variety of ways, 
but as a rule they are displayed in- 
The Adams’ ‘Tutti-Frutti peo- 
ple, so Mr. Thoubboron says, make 
out-door use of them and nail them on 
trees, telegraph poles, and in other 
places, where they survive the action 
of the elements remarkabiy well. 

Flock cards are of a comparatively 
recent origin. The manufacturer told 
me that J. C. Ayer & Co. was the 
first firm to adopt them, and was also 
the pioneer in card advertising. 

Speaking of large orders, he said 
that one of the largest he ever received 
was from P. Lorillard & Co. for 200,- 
000 in two designs. 

Mr. ‘Thoubboron has been experi- 
menting, and now he covers the raised 
letters with aluminum. The con- 
trasting effect is striking, the aluminum 
wears like iron, and the cost is not 
materially increased. 

The great trouble with the sign and 
hanger business, so it appears, is that 
a manufacturer can do business with 
un advertiser for only a year or so. 
lhis is not because the goods are not 
satisfactory, but because advertisers 
are always looking for something new 
as accessory adverti y 

** Vou see,” said Mr. Thoubboron, 
‘‘the big concerns are in the news- 
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papers year in and year out, and there 
are so many outside novelties to attract 
them that they are continually casting 
about for something new. No matter 
how well we please a man it is hard to 
hold his trade over a year and a half.” 

In conversation, the manufacturer 
related a bit of reminiscent matter 
which, while it has nothing to do with 
flock signs, is interesting and the de- 
duction obvious. 

‘*Some 20 years said he, ‘‘ I 
used to to a concern which was 
then small, to collect a little bill of 
about $30. I would get a few dollars 
at a time, and would be told when to 
call again. Finally it was all settled, 
much to my relief. Within a few 
years I was getting orders from the 
same concern for thousands of dollars 
at a time, and now I guess that firm’s 
credit is as good as almost any con- 
cern’s in New York. ‘Their business 
was largely, if not entirely, built up by 
advertising. I refer tothe Fleischmann 
yeast people.” 

This is certainly a monumental 
tribute to advertising. Especially 
when it is considered that the article 
the firm sells, and built its fortune 
upon in such a short time, retails for a 
couple of cents. 


; ” 
ago, 
go 
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SPECIAL REPRESENTATION. 





From a pamphlet issued by the 
American Advertising Agency (whose 
plan of operation has been explained 
in former issues of PRINTERS’ INK, 
and which appears to be a combination 
of the old advertising agency of 
Palmer & Rey and the new type- 
founders’ trust), it appears that sub- 
scribers have been secured to the num- 
ber of 20 daily and 180 weekly news- 
papers. Opposite the name of each 
paper isa statement of ‘‘ guaranteed 
circulation,” which ranges from 500 up 
to 30,000. ‘Theaverage of circulation, 
however, seems to be between 1,000 
and 2,000. ‘The success that has at- 
tended this new agency in building up 
a list of papers indicates that there is a 
demand for special representation 
among papers that cannot afford to 
have a regular special agent. The 
plan of the American Advertising 


Agency is fully indicated in a circular 
letter which has been sent to publish- 
ers, and from which the following ex- 
tract is copied : 

We have 1n connection with our advertising 
agency a special soliciting department, with a 
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strong force to solicit advertising for the 
newspapers we specially represent, not only 
in the East, but throughout the country. 

All the leading newspupers now have spe- 
cial representatives in this and other advertis- 
ing centers, working either on salary or com- 
mission, and publishers who are not so repre- 
sented are at a decided disadvantage. 

We therefore offer to give you this special 
service on conditions named herein. 

Our special work in your behalf would be 

as follows: 

To call upon all advertisers who are using 
other mediums in your section, but not your 
a and try to secure their work for you, 

© include your paper in all estimates we 
make, when possible 


To keep all general advertisers fully in- 
formed po Aer the papers we specially 
represent, sending out such information 


monthly or when occasion requires. 

To get contracts now running promptly re- 
newed, if possible. 

To keep the papers fully advised as to 
* beat’ advertisers, and what is going on in 
the advertising world, 

We propose to act for each paper direct 
with the advertiser or his representative, thus 
saving the publisher much corresponde nce, 
and guaranteeing to him prompt attention in 
all matters intrusted to our care, 

All advertising propositions which you re- 
ceive from advertisers or advertising agents 
should be promptly sent to us, so we can 
solicit and procure the business at the proper 
rates, 

Our charges for specially representing 
papers will be based upon circulation, as fcl- 
OWS: 

Dailies. Weeklies, 


Ayear. A year. 
1,000 circul at ion or less, +++ 50.00 $ 25.00 
3,000 a = ++ 75-00 50.00 
5,000 + TO00,00 75.00 
7,500 and » + 150.00 100,00 
10,000 es i 175.00 125.00 
Over 10,000 «+++ 200,00 150.00 


Weeklies published in connection with 
dailies will be taken at one-half the daily 
prices, 

You will understand that under this ar- 
rangement we shall pay each paper, in cash, 
all we get from the advertiser for each adver- 
tisement, we acting for you as special sal- 
aried agents, The rates you name in the 
contract should therefore be placed at the 
minimum, and if there are conditions under 
which you would accept lower rates, so state 
in the contract, 

The annual charges for our special agency 
work can be paid in cash to us, or we will 
take the amount in advertising sent by this 
agency, 

Any publisher for whom we act as special 
agent can, at any time, see the original of any 
advertising contract we have taken for his 
paper by calling at this office. 


ee ene 
THE TITLE WELL DESERVED. 
San Deco, ¢ Cal., July 26, 1803 


Editor of PRinTERs’ Ink: 
Inclosed you will please find $2.00. 
to be added to your list of subscribers. 
A careful inspection of the copy you were so 
kind as to send convinces me of its intrinsic 
value to any business man who will study its 


I desire 


teachings, The ‘* Little Schoolmaster in the 
Art of Advertising ”’ is certainly indicative of 
the truth. 


W. L. Dopcs. 
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W E WANT to do good. printing for you. 
PRINTERS’ INK PRESS, PRESS, 10 Spruce St., N. Y. 


A SEVERE CRITIC, 


Guiascock & Co., ' 
WasuincTon, D. C., Sept. 14, 1893. f 
Editor of Printers’ Ink: 

In your issue of September 13, 1803, under 
the heading “* With English Advertisers, by 
T. B, Russell,” you publish the reproduction 
of a design made by one Mr, Frederick 
Waddy. 

The workmanship of this design is without 
doubt very beautiful, but there is one thing 
about the design that strikes me as being a 
trifle inconsistent. You will notice that all of 
the letters in the large word ‘‘ Fry’s” in the 
upper part of the design have shadows, and 
all of the letters, except the initial C, in the 
large word ‘Cocoa’? just below, have 
shadows. 

Now, why is it that that large C is without 
a shadow? If the shadow was left out in- 
tentionally, 1 would like to know the reason, 
for without a reason I am inclined to believe 
it was an oversight on the part of Mr.Waddy. 
To me this point is the “‘sore thumb”’ of the 
design ; that is, it isthe point, notwithstanding 
the excellent quality of the work, that attracts 
the most of my attention, 

A, E. Grascock. 

P. S.—Please do not let any one answer my 
question by remarking that the shadow is 
there but you cannot see it. 

o 
FRAUDULENT ADVERTISERS. 
From London Tit-Bits. 

L. H. read an advertisement as to how to 
earn money in spare time, He answered it, 
and the advertiser sent him a gold watch-key, 
value 1s., which he was to buy of them and 
sell at a profit. In a couple of weeks they 
asked him to return the key, as he had not 
sent the rs., but he made no reply, and now 
after two years they threaten to sue him for 
the shilling and two-pence postage, and refuse 
to take the key back again. He ought to de- 
fend the case, when he will get judgment and 
the costs of his attendance, Impostors like 
these, who forward goods that have not been 
ordered, cannot compel people either to write 
to them or to return the goods, They must 
come to the house itself to fetch them away, 
and cannot expect the person they have an- 
noyed to go to any expense or trouble, 


——_-+-—_—_—— 

** We are subscribers to your valuable little 
paper, and have learned much concerning 
profitable advertising from it. This company 
has been built up by judicious advertising, 
and is a monument to-day to the value of 
printers’ ink.’ The Rock Hill Buggy Co., 
Rock Hill, S. C. 





+ 


A Western editor, in answer to a 
complaint of a patron that he did not give 
news enough, advised him, when news was 
scarce, to read the Bible, which, he had no 
doubt, would be news to him.— 77#-A/ts. 








Classified Advertisements. 


Advertisements under this head. two lines_or 
more, without display, 25 cents a line. Must 
be handed in one week in advance. 


WANTS. 
Ji fgghen t,t nig men to look at page 381 for 
‘A premiums. 


’ ANTED—A list of local News Bureaus, | 
in yourname. Address “C. M. B.,” 
Box 709, New York. 


Send 
>, O. 





1-4 (0) CENTS buys most com ost complete price list issued 
OU tor job work. J.H.JOHNSON, Winona,Minn. 
: you want a first-class newspaper monomer or 
circulator, address “ J.,”’ Printers’ Ink, N. Y. 
WV ANTED— —Permanent position by nett all- 
around printer. Reference. Address Box 
98, Haddam, Kansas. 
I WISH to buy first-class 
some large city. Address, 
tails, “ R.,” Box 3212, New York. 
| ;*IRST-CLASS job and all-around printer wants 
fore Crea md of progzeseve country office 
Address “ A. H.,” Printers’ 





aily or weekly in 
with fullest de- 








ee GMALL TALK ABOUT BUSINESS.” 
tchy booklet tells you about ailed 
free. FRE MONT Pe i 1 ISHING CO., Fremont, O. 


AY ERTISING space wanted i inevery paper and 
publication in the U Send samples and 
lowest rates to POULTRY "TOPICS, Warsaw, Mo 
ie ISTRATED features for ne wspapers. Ar 
ic, attractive, cheap. Send for proofs and 
particulars. Address CHAS. W. HARPER 
Jolumbus, Ohio. 
W 4NIE <D—To purchase a news aper, Repub 
lican or independent preferred. State 
orice and terms. Address OLIVER BEATTY, 276 
‘ourth St., Detroit, Mich 


“NUTS for advertisers 








Bright, attractive, 


/ cheap. Absolute satisfaction guaranteed 
Send for late proofs and particulars. Address 
CHAS, W. HARPER, Columbus, Ohio. 


W ANTED—! Printers and adv. agents to send 
stamp for holiday adv. sheets, biggest, best, 
cheapest. Big money for hustlers. Secure terri- 
tory. THE 19TH CENTURY CO., Rochester, N.Y 


Ww E will pay highest pr koe s for used Colum- 
, on ee (above 2c, value), also for any 
mps “or list on what you have. 
CRITTENDEN & Be LAN ( , Detroit, Mich. 


JRINTERS and adv age uents, send stamp for 
samples of our “ Holiday Souvenir” and 
“Christmas.” Biggest, best and cheapest ad- 
vertising sheets NINETEENTH CENTURY CoO., 
Rochester, N 

















I OLLAR DIGGERS, both men and women, 
need a guide to financial safe ty. They get 
it in “Small Talk About Business.” Send for free 


eee proving its value. FREMONT PUB- 
SI 
ANT 


ING CO., Fremont, Ohio, 
W ADVERTISEMENTS in PRINTERS’ INK 
under this head, four lines (twenty-five 
words) or less, will be inserted one time for one 
dollar, For additional space, or continued in- 
sertions, the rate is 25 cents a line each issue 
K MBOSSING attracts trade. Ideas on every 
4 one of the 160 pages (9x12) of “A MINT oF 
Hints” that are worth cost of entire book, $2.00, 
post-paid. Send for sample page. GRIFFITH, 


AXTELL & CADY CO., Embossers, Holyoke,Mass. 


I WANT an advertising man, quick, well-in 
formed, to the point and tell the truth writer 

One that is young, don’t know it all, and is will: 
ing to learn my style. That means work, to prove 
value before big pay. Send specimens, state age, 
experience, references, salary wanted first three 
months’ trial. Address “‘ UNDERSTUDY,” care 
Lord & Thomas, 45 Randolph St., C hic ago. 


wt can we do for you in Washington? 

Commissions for publishers, advertisers 
and others executed at moderate prices. In 
views secured, literary and news articles pre- 
pared, and business transacted with the Depart- 
ments. Save yourself a trip to the Ca apital by 














writing to THE ASSOCIATED INDUSTR IAL 
PRESS, 918, F St., N. W., Washington, D. C. 
> - 





TE 7 EATER PROGRAMMES. 











hag ty N. Y. , theater programmes, 
For rates, etc., address 
ADoL: Pu STEIN, 113 E ith St., N. Y. 
eo 
TO LET. 
TT? LET—Front office in building No. 10 Spruce 
Street. Large and well lighted ; steam heat ; 
electric light or yoy r partic ulars address 
GEO. P. ROWELL & CO 














372 PRINTERS’ INK, 


FOR SALE. 
eS. for merchants. See page 381, Home 
Book 
I’ ‘ou wish to sell liste of names, advertise 
them in Printers’ In 


ai 3 UYS 4 lines 50,000 copies proven, 
$s WOMAN’ 5S WORK, Athens, i 


ey paying, ais come for sale. Ad- 
H. E. H.,” Atlanta, Ga 


G AZETTE ADV ER T RECORD—For papers, #1 
¥ Testimonials. GAZETTE, Bedford, Pa 
LETTERS, °92 nd 793. Aig tg A 
3,000 METZRATH, New Brunswick, N. J. 
| Pte SALE—A complete printing office. Send 
stamp forcat’e. “C. F.( Box 1632,P’ hila »Pa. 


I ANDSOME ILLt 
alogue. 25c. 


OR SAI 















‘ST TIONS for papers Cat 
AM. TELUS CO. Newark, N. J. 
beac a newspaper in live town. 

and plant complete only 
. HE NRY WILSON, Slippery 











0k -ount 
$500.00. —— W 
Rock, i’: 
ee SALE -At par, a controlling interest in 
the stock of the D. Wilson Printing Ink 
Company, 2 imited Capite ul, $75,000. Address 
*@. p ey 9. Box 709, N. Y. City. 


TIRADE oaame Best paying in the South, for 

sale at a sacrifice. Will pay for itself in one 
year. Only one of its kind in the South. Must 
sell; g¢ bargain to right party. Address 
“HH. E. H.,” Atlanta, Ga. 


SPLENDID opportunity for a bright newspa- 
4 per man. Ne tg ee r plant, good presses, 
and in one of Long Island’s prettiest towns, for 
sale. C Terms to suit purchaser. 


















Apply “Z New York. 
ye AT. At a sacrifice, the stock, fixtures, 
regist. “red trade marks, ete , of an old ub 


lished toilet company 
Must be sold ; investigate at once. 
“ TOILET.” Printers’ Ink, New York. 


Por SALE—The first, second and last pages of 
PRINTERS’ INK for 1894 Also page preceding 

editorial page. Price of s 

¢ 800; of other two, $6,500 each. v 
uction if contracted for before October Ist 


1? 000 worth of printing material,witha 
8 9 paying newspaper and good-will 
of book and job office near Boston thrown in, is 
offered for sale in whole or part. Now doing a 
profitable business that can be doubled without 
outlay. $5,000 uD, according to the material 
wanted. Owner "going abroad. Address CHAS 
E HOAG, Peabody 


YARGAINS IN 8 OND-ATAND PRESSES—To 
reduce our present large stock of rebuilt 


fifteen preparations 
Address 























presses, we will, for the next 69 days, make a 
arge discount from our advertised pe ice. Any 
one interested please send for price list and 





spe rial dis jouns sheet. THE BABCOC K PRINT 
+ PR MFG. CO., 9-10 Tribune Building, 
New York © ity, and New London, Conn 


fing John Smith et al —I have hada good propri- 
etary article placed in my hands for sale. 

Good profit, good name, good formula, good re p 
utation and good reasons for partyselling. Price 
low to responsible party who wants to make big 
money. The idea of the article, as well as its 
name, is one that will bear extensive elabora 
tion — “gm keep within the bounds of truth. I 
4 uve to be a most excellent opportunity. 

YAU BBARD, 38 Times Building, New York. 


+2. 








UISCELLANEOUS. 
[ EVEY's INKs are the best. New York. 
4 


yan BIBBER’S 
Printers’ Rollers 
IPANS TABULES cure all disorders of the 
stomach and bowels. 
YAPER DEALERS  M. Plummer & (o., 45 
Beekman St, N. Y., sell every kind of paper 
used by printers and publisher 
Full line quality of Printers’ Ink 
UCID LOGIC for those who earn and turn the 
4 _— cg gers Small Talk About Busi 
free pamphlet. FREMONT 
Fremont, Ohio, 


at lowest prices, 








or 
PU SBLISHING CO, 








ADVERTISING NOVELTIES. 
Se page 381 for premiums Home Book Co. 


Pye prospectus California Midwinter 
/ Fair, 10c. PATTON, Box 2057,San Francisco. 


\ USLIN signs! Ali work, bright oil c mere. 5e. 
sq. {t., postpaid. SIGN CO., Wurtsboro, N.Y. 


JUBLISHERS, keep track of your advertising 
by using my register. By mail $1.00. W. D. 
SOUDERS, Muncie, Ind, 


A TRIKING INITIALS FOR FOR ADVT HE ADINGS. 
% ly use! once; 30c. each; $3.00 dozen, 
Krave. Dept., HAINE: Ss & co, Phila. 


NLOCKS for adve rtising “‘purpos 

/ dred or thousand ; paper-weig 
advertisement on dial’ Address 
CLOCK CO, 49 Maiden I ane, New Y 


for SALE—On royalty, an entirely new, use 
ful and gg ntat advertising nove!ty 


3, by the hun- 
‘locks with 
i THOMAS 









Nothing like it. illy patented. For particu- 
lars. Addre SSJOHN HOC CHEIMER, Hamilton,0. 


poss the purpose of inviting announcements 
Advertising Novelties, likely to benefit 
reader as well as advertiser, 4 lines, 25 words or 
less, will be inserted under this head once for 
one dollar. Cash with order. More space or con- 
tinued insertions 25 cents a line each issue 


DVERTISING rules, yard sticks, signs and ad- 
4 vertising novelties at reduced prices. Illus 
trated catalogue and prices free. Special designs 
and estimates for board or oilcloth signs on appli- 
cation. Special agents wanted inevery town. Ad. 
THt AM. ADV’G CONCERN, Jamestown, N. Y. 


(ie best means to push circulation and get 

the attention of advertisers is to use our 
music plates in your paper We publish the prin 
cipal pieces of vocal as well as instrumental 
music. Will take y in advertising in your 
columns. Addre V YORK MUSICAL ECHO 
CO., Broadway Theater Buiiding, N 


7 ETAIL MERCH ANTS Publish your own 

paper ; not a circular, but an eight-page il- 
lustrated family paper. Only one ina town can 
have it; cost slight; two full double columns for 
your ow nannouncements ; will cause more talk 
and advertise you better than anything you 
ever tried. Of permanent value, too, as every 
issue contains achoice piece of music. Over 50 
grocers, shoe dealers, Clothiers, dry goods and 
furniture dealers already using A y pa and 
send your bu Pan ecard r particulars 
TIMELY TOPICS PUB. CO , 295 WV athington St., 
Boston. 

























dein 

SUPPLIRFS. 

| EVEY’S INKS are the best. New York. 
4 


S> E 
yan BIBBER’S 
Printers’ Rollers. 
** PPEERLESS ” CARBON BLACK. 
For fine Inks—unequalled—Pittsburg 

\ ETAL BASE ELECTROTYPES. Best made 
4 Cheapest to mé os a. nd for description 
and estimate. KE. 1 SYSER, 5 Beekman st. 
New York. 
TS TYI 

fOUNIL 
Best and 
purchasing. 





advt. premiums Home Book Co., page 381, 


rom BRUCE’s NEW YORK TYPE 
, 13 Chambers St., New York 
sapest. Get their prices before 






pas PAPER is printed | with ink manufac 
tured by the W. WILSON PRINTING INK 
CO., L’t’d, 10 Spruce St New York ten rh 
to cash buyers. 
eons DEALERS — M. Plummer & Co., 45 
Beekman St, N Y., sell ev <ind of paper 
used by printe rs and pas hers iA lowest prices. 
Full line quality of P = ers’ Ink 








ILLUSTRATORS IND ILLUSTRATIONS. 
H: ANDSOME IL ” ae RATIONS for papers Cat- 
alogue, 2c _ ILLUS. CO., Newark, N. J 


VAIL ORDER GOODS. 
QEE page $1, Home Book Co advt 
N 
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ADVERTISEMENT CONSTRUCTORS, 


&é Aner TO ORDER” (copyrighted). W. H. 
TMAN, East Sumner, Me. 


HARLES AUSTIN BATES, 100 E. 8ist St., N. Y. 
3 sample ads, $2. 1 Please you or refund. 


7 FFECTIVE ads wri itten. Ask for “Conver- 
“4 sion Card.” JED SCARBORO, StationW,Bkln, 


A> a, Ne -gotiable ideas ——_ and sold. 
>. A. MPANY, P. Box 401, 








Roe = ~~ r,N 


() SIONS leave a lasting impression. So do ads 

that contain common sense arguments 
On prose, illustrated or plain. ! BRETT, 
care Printers’ In 


PLams ot am. ~~ prepared Ads written 

singly or in series. Primers ani jingles for 
any business. Terms moderate, JOHNS. GREY, 
care Printers’ Ink 


BUILD ads with busi 7 ) qualities ; 

illustrated and otherw may pay you to 
correspond aed _ SIDNE Y C. LEWI, 54 
Franklin St., N. Y. City. 


oe D3 TO oa: If in need of expert ad- 

4 vertising service, let me tell you what I 
have done for others. W. H. EASTMAN, East 
Sumner, Me. (Copyright 1893). 


(PRave tonic for business debility. Catchy 
ads, convincing circulars, crisp catch phrases 
concocted. Ask for testimonials and estimates. 
JED SCARBORO, Station W, Brooklyn. 


\ Ds of all kinds, pr une rs, pamphlets and cata- 

logues prepared in original, effective forms, 
fllustrations made and e ative charge of mechan 
ical work assumed if desired _ Address JOHN Z 
ROGERS, 769 Monroe St , Brooklyn 


I HAVE positive proof that my ads = goods 
for others; why not for vou? Sample, $1; 3 
for $2, or a 3 mos. service of 13 ads for $6.50. If 
if don’t suit I return the money. Is it fair! 
HARLES AUSTIN BATES, 100 E 8ist St., N. Y 


























) ATES’S | BUSINESS TONIC. “ Absolute ly 
» pure.” “Best and goes farthest. orth 
a guinea a oes and “is never peddled if it 





isn’t all right—“be honest ’—* send it back 
and the price will be returned. Sample #1, 3 fo 
#2, 13 -one a week for three months—for $6.50 
CHARLES AUSTIN BATES, 100 East 8ist St., 
New York, 
fe BEST WORK commands the best price. 

Our prices are high, so draw your own in- 
ference. Our references: first, any one for 
whom we ever worked ; nd, the work itself. 

ye respectfully invite correspondence in rela- 
tion to high-class advertising, particularly in 
cases where good desc ran writing is neces- 
sary. PHELPS & KELLOG( Writers, Illus- 
trators and Publishers, Albany, N. Y 
o> — 
NEWSPAPER INSURANCE. 

[rREE INSURANCE COUPONS in ne wspape rs 

are the great circulation producers. Noth- 
ing equals —— for rapidity in obtaining high 
est results. Ful! information and rates free from 
THE COUPON CO., t73 Broadway, New York 

- <-e,r 


PREMIUMS. 


QEE page 381, edvt. Home Book Company. 
N 
























W RITE for good article Sa ample and terms for 
stamp. IMPERIALSUPPLY CoO.,Chicag», 111. 
* EW illustrated catalogue of the best premi- 
ums for newspapers and manufacturers now 
ready Senc for itand get new busines HOME 
BOOK COMPANY, L42& 144 Worth St, New York. 
——_- + 


ADDRESSES AND ¢ 





1 DDRESSING. 






F you wish to buy lists of names, advertise for 
them in Printers’ Ink. 


\ ’E have 10,000 select addresses, profitable for 

any mail business. Will inclose other circu- 
lars with oursat areasonable rate. Aadress J.W. 
JONES, Fairmount Ave. & Caroline St., Balto ,Md. 


YERSONS who have facilities for bringing ad 
vertisers and consumers into contact through 
lists of names and addresses may announce them 
. ge or less, under this head once 
for one doll: ‘ash with order. Morg space or 
continued Seatethone 25 cents a line each issue. 
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ADVERTISING AGENCIES. 


NEO. W. PLACE. ~ Advertising. 62 Broadway, 
¥ New Yo 


W ILLIAM HICKS, Advert:sing Agent, 
150 Nassau St., New York. 


TEWSPAPER Advertising and Purchasing 
4 Agency. 19 East Ith St., New York 


F you wish to advertise anything anywhere 
at any time, write to the GEO. P in)WELL 
ADVERTISING CO , 10 Spruce St., New York. 


\ DVERTISERS and publishers and i prom ot 
i and reliable alw. #EO. *LAC 
Newspaper Advertising, 
Good service. Best rates. 
7o 
BILL POSTING & DISTRIBUTING, 

1° VAIL up signs — Sse ribute circulars. 

J.F. WELL, Stamford, Conn. 


7OUR olreatar “mailed with mine at low 
price. A. PERKINS, New Haven, Conn. 


25 0) CIRCULARS of 50 words or less printed 

. 38 one, postpaid » ; our adv on one 
4 N. Y_MAILING AND SUPPLY CO., Sta- 
tion L, New York. 


YHE name and address of every voter and tax- 

payer in Elk County, population 15,000, for 

5.00 Bills posted or circulars distributed. 

. A. THOMPSON, Advertising and Subscription 
Agent, Howard, Kansas 











ieenaoan, N. 





rs the purpose of inviting announcements of 
the addre f local bill posters and distrib- 
utors, two lines (12 words) or less will be inserted 
twice under this heading for one aollar. or 
three months for #6 50, or 226a year. Cash with 
the order. More space 25 cents a line each issue. 








A DVERI ISING MEDIA. 
*EATTLE TELEGRAPH 
Ss v 





imam for all advertisers, see page 381. 


LERT advertisers advertise in K ATE FIELD'S 
4 WASHINGTON, Washington, D. ¢ 


G. R. of Nebraska re aa hed by THE DE 
' APENDER, Lincoln, Neb. Rates low. 


OST sensational apes r pate ed. 


Rates and 
sample -, O. L. MO 32N N.Y 


1 St 





( = rn Home A0p. mo. Immigration jour 
r’nlarge,advg rateslow Hamlet,N.C 


NEW BURGH, N. Y. Pop. 25,000, The leading 
4N newspaper,d ily and semi-wee ‘ily JOURNAL. 


Ww moore AGRICULTURIST. Racine, Wis. 
-roved circulation, 30,000 ; 20 cents a line 


NY person advertising m PRITITERS’ INK 
+\ to the amount of $10 is enti tled to receive 
the paper for one year 


LBANY, N Y., TIMES-UNION, every even- 

ing,and WEEKLY TIMES, reach everybody. 
Largest circulation, Favorite ‘Home paper, 

DVERTISE with the C hure h Press Associa 
4 tion, incorporated, publishers of twenty 
church magazines. Samples and rates on appli 
cation 108 18th St, Phila, Pa. 


)ANAMA STAR AND HERALD.—The best Span- 

ish American pape r a sroulati on of English 

and Spanish editions, YDREAS & CO, 
General Agents hale New York City 


l ECORAH (lowa) POSTEN will pay you one 

thousand dollars if it can’t prove over thirty- 
five thousand actual weekly circulation Sells 
space now at one-third cent per agate line per 
thousand of circulation 











DUBLISHERS who have constantly talked up 
and lauded the value of printers ink as the 
secret of substantial success should demonstrate 
that they belicve what they assert by using 
PRINTERS’ INK themselves.—Willett F. Cook, Ad 
vertising Manager of Judge, New York, N. ¥ 


Te procure a large number of small advertis 
ers, in preference to a small number of larawe 
advertisers, is the policy of the Brockton (Mass.) 
ENTERPRISE —_ Circulation exceeds 7,000 daily. 
40 words, 1 week, 50 cts.; 1 month, $1.50. —Dis- 
played ads 17e per inch per insertion. Send for 
specimcn copies. 
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YOLUMBUS. Central, Roushern, and Southeast- 
ern Ohio offer a rich field for advertisers, 
THE OHIO STATE SOUL es 12,500 : 
Sunday, 17,900, and Weekly covers the 
field. “All leading advertisers = it. 


Pore Bureau of Press C lippings, Frank A. Bur- 
relle, pres’t., 151 estern Union Building, 
New York, issues "daily and semi-weekly advance 
information on new: spapers—new, contemplated, 
burned out and suspended ; also on mills, large 
buildings, bridges and electricity. Clippings on 
every possible subject. 


[* is not ig ie for the high-grade advertiser 
to reach the high-grade buyer—he must 
reach him when he (the buyer, of course) has 
plenty of time to read. At St. Augustine the 
nigh-grade buye: r has time to read, in the high- 
rade ST. AUGUSTINE NEWS, whatever the 
igh grade advertiser may have to say to him. 
F. G. Barry, publisher, Utica ¥. 


1" plac ing your advertising ~~ the coming sea- 
son’s business why not give a part of it tothe 
FIRESIDE GEM? We do not issue a million cop- 
ies a month, and do not claim to. What we do 
claim is 60,000 copies each month, and we furnish 
peor to oe interested that we are doing all we 










clai t only are we doing this, but the fact 
is we. = — th many thousand more pa- 
pers y guarantee calls for. 


th 
Address THE <M, Waterville, Me. 


( YLASSIFIED ADVERTISEMENTS in PRINTERS’ 

INK begin with a two-line letter, but have no 
other display. Under headings of Advertising 
Media, Supplies, Miscellaneous and For Sale, 
Wants, Bil Posting and Distributing, Ad- 
vertising Novelties, Addresses and Addressing, 
Illustrators and Illustrations and Advertisement 
Constructors, 4 lines words or less) will be in- 
serted once or two ines s (12 words or less) twice 
for one dollar if the cash accompanies the order. 
Additional space or insertions charged 25 cents 
a line each issue. 




















WILL GET UP AN EFFECTIVE ADVER- 
TISEMENT FOR YOU_ If you intend having 
a page advertisement in the next issue of the 
American Newspaper Directory, why not have 
oo attractive one ? For six dollars 1 will get up 
a really first-rate advertisement, submit proof 
for approval, make changes and corrections re 
quired, and send a duplicate electrotype for 
your own use, if you desire. If you furnish the 
copy to be used for the advertisement, I will, in 
that case, do the work for five dollars’ Address 
WM. JOHNSTON, Manager Printers’ Ink Press, 
10 Spruce St., New Yo rk 


SPECIAL POSITION MAY BE HAD—Dur- 
é ing the twenty-five years that the Ameri- 
can Newspaper Directory has appeared no 
advertisement has ever been promised a special 
position. On one occasion an offer of $5,000 was 














made and refused for the insertion of half a 
dozen lines of reading matter in the catalogue 
It is the only book issued in 


art of the book. 
he interest of adve 
from an advertising 
advertisements from a few newspar ers of prime 
importance will be inserted in the body of the 
book, among the catalogue de scriptions of the 
papers, and have a position opposite or on the 
same page with the description of the paper ad- 
vertised. The copy of all advertisements in- 
tended for this special position will be subject 
to close scrutiny as to wording, display and illus- 
tration, and the privilege of occupying the spe- 

cial position wil! be offered only to such papers 
as actually are of prime importance to an adver- 
tiser. In some States it will not be offered to a 
single paper. The price charged for advertise- 
ments in special = as above stated, will 
be as follows: Whole page, $200; half page, $100; 
quarter page, $50. Other announcements will 
have a similar. position, but not specified as 
being so near to the description. Still others 
will have a position at the end of the catalogue 
for the State in which the paper advertised is 
issued. A few advertisements will also be taken 
to appear without a specified position, and may 
be grouped at the end of the bock, as heretofore, 
or placed in any other position found convenie nt 
when the forms are made up. No advertisements 
will be accepted on any terms ott than for 
cash, and that condition makes it certain that 
the numberof advertisements that will appear 
in the issue for 1894 will be comparatively small, 
also that they will represent, rather e xe re ly, 

the strong and prosperous newspape 
all communications to THE AME KIC “AND NE W Ss 
PAPER DIRECTORY, 10 Spruce 8t., 
























HEAR very frequently from the little adver- 

tisements of the Press that have appeared in 
the “Special Notice” department in INTERS’ 
Ink. I do not believe it unreasonable to presume 
that every one of those little notices is read with 
avidity and by all of the subscribers to PRint- 
4 InK —H. O’R. Tucker, Daily Press, Troy, 


86 (0( ALLOWANCE—Publishers who intend 
». having a page advertisement in the 
AMERICAN NEWSPAPER DIRECTORY for 1894, 
and who have the facilities for preparing and 
ae an electrotype of the advertisement 
to be used, will be allowed a concession of six 
dollars from the price, in consideration of the 
service, the electrotype furnished to be subject 
to the approval of the editor of the Directory. 
For a newspaper of large ulation nothing is 
more effective for an advertisement than a pho- 
togravure copy of an itemized statement of the 
actual issues coripele | a period of a fuli year, 
duly signed and verified. Such a shotogravure 
copy will not cost more than six dollars. Address 
all communications to AMERICAN NEWSPAPER 
DIRECTORY, 10 Spruce St., New York 


\ TE Roti —e a map for you of the territory 
> your cire’ ulation is greatest, your 
county, phate: or the section where your read- 
thickest. Such a map wili be a most 
effective illustration for an advertisement of 
your paper in the American Newspaper Direct- 
ory for 1894. From a rough pen drawing or pen 
cil sketch, or a scissoring from some printed 
map, and with the aid of other maps accessible 
to us, we can prepare for you just such a map as 
you ought to have to exhibit your particular 
field. The cost of making such a map and sup- 
plying you and the Directory yublishe rs with 
duplicate electrotypes will be on 
sired, we can send a proof in advance, and after- 
wards make any changes before completing the 
work If you favor us with an order, please ad- 
dress PHOTO-ELECTROTY PE Aste AVING CO.,, 
7, 9,11 New Chambers St., New 


Ov of the successful merchants of Buffalo, 
in discussing the large amount of money 
spent in the New York dailies two Sundays ago 
to advertise the clothing business, said : “If 
merchants used as much sense in advertising 
their goods as they do in buying them, they 
could takefout a good dividend from this depart- 
ment alone each year, They will plot and scheme 
to buy an attrac tive line of goods just as cheaply 
as possible ; they will ravage the city for bar- 
gains and to get the best discounts, but when 
they come to advertise these purchases they sim 
ply grab the first rellow they happen to fancy, 
cant their eyes and swallow all he says about his 
paper, more likely not even asking for any fig 
ures on circulation, ete., etc. To them a paper 
is a paper, they like the agent, they hastily pre- 
pare an advertisement, and give it to him at his 
own price, and then sit down to wait for custom- 
ers, and think they have done their duty They 
have, but how carelessly, compared with the 
way they manage the rest of their business! 
They discriminate neither in quantity nor qual- 
ity of the paper, nor in prices They ought to 
use as much brainsin advertising as in buying, 
if not more.” To advertise properly we must 
consider various things: Does the paper go to 
the people whose trade you have a righe to ex- 
set ? Are you paying more for it than its circu 
ation will warrant! Remember that, other 
things equal, it is circulation you are buying. 
Are your advertisements w ritten in an attractive 
Bettera small space well filled than twice 
size indifferently worded. Now, these three 
strong eee ulation, quality and judicious 
wording—can best be secured in a paper that 
you own and publish yourself; for, first, you 
control the circulation, for you alone decide how 
y shall be circulated, and it will not depend 
e whims of a heartless public ; second, you 
control quality of circulation, for you decide 
who shall get the paper, and hence you avoid 
sending it to people who, from location or other 
causes, cannot possibly be your customers; 
third, the dificult point in writing adv: e— 
ments is to put much in little, for every word 
costs in dailies. In your own paper you are not 
limited in space, and can replace quality, it nee- 
essary, by quantity, at no cost to you. "hese are 
some of the mé any arguments in favor of putting 
out a paper yourself. Make your advertising a 
department in your business Apply to WALTER 
3 WHEELER, and he will make it’ an easy mé ~~ 
er for you to own and issue to your would-be 
: ustomers an illustrated paper each month. 132 
Nassau St , New York. 
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HAVE YOU DECIDED 
HOW YOU WILL KEEP 
YOUR BUSINESS 
BEFORE THE PUBLIC? 


=eoam 


OCTOBER, NOVEMBER, DECEMBER 


@=ea 


These are the banner months for general adver- 
tisers, and this year will be no exception. Business 
will not be rushing with every one, but those who 
present their claims for patronage most effectively to 
the public will not find it dull. 

We assist in this. 

We invent original and striking advertisements, 
artistic and attractive, characterized by simple 
honesty of statement and elegance of display. 

We place such advertising in choice locations 
with appropriate mediums, at rates advantageous to 
our customers. 


And our experience of over a quarter of a 


century in this business is at your disposal now. 


& 
CORRESPONDENCE SOLICITED. 


The Geo. P. Rowell Advertising Co., 


NEWSPAPER AND MAGAZINE ADVERTISING, 
10 SPRUCE ST., NEW YORK. 
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A JOURNAL FOR ADVERTISERS. 





PUBLICATION OFFICES: 
No. 10 Spruce Street, New York. 
No. 138 Fleet Street, E. C., London. 





Issued every Wednesday. Subscription Price: 
Two Dollars a year. Three Dollars a hundred ; 
single copies, Five Cents. No back numbers. 





JOHN IRVING ROMER, EDITOR. 


NEW YORK, OCTOBER 4, 1893. 











As A RULE, no general advertising 
agency can nowadays afford space in 
the files-room and rate-books for a 
newspaper that is not accorded a cir- 
culation rating of more than 800 cop- 
ies. It should rarely file any weekly 
paper not rated by the American 
Newspaper Directory above 1,000, or 
any monthly, semi-monthly or bi- 
weekly that is not rated above 5,000 
regular issues. Papers not published 
as often as once a month cannot be 
profitably represented at all. With the 
exception of class papers, and those of 
general circulation over a wide area, 
it is not well for a general agent to at- 
cempt doing business with more than 
two papers in a town of less than 
10,000 population, or more than six in 
any town or city outsidethe one where 
the agency is situated. ‘There are so 
many newspapers now that a general 
advertising agent undertaking to rep- 
resent the whole lot is swamped with 
detail. In attempting too much he 
does nothing well. The general agent 
who confines his dealings to a selec- 
tion of about a thousand out of the 
twenty thousand newspapers published 
works for the best interest of his cus- 
tomers, as well as for his own, 








In the Chicago /uter-Ocean for Sep- 
tember 10 there appears a full-page 
picture of a big advertisement of the 
Inter-Ocean, painted on a blank wall, 
corner of State and Madison streets, 
which it says is ‘‘ The Best and Biggest 
Sign on Earth,” and then goes on to 
say' ‘** The above fairly illustrates the 
Inter-Ocean’s advertising methods.” 
This big sign is the work of the R. J. 
Gunning Co,, and no one does better 
in that line. It is curious that the 
Chicago papers should band themselves 
into a confederacy to protect each 
other from being compelled to advere 


tise in newspapers ; but it shows some 
remnants of independence that mem- 
bers of the combination are still at 
liberty to advertise on rocks, trees, and 
roofs and sides of houses. 





IN a leading editorial the New York 
FTerald argues that up-town is now the 
advertising center of the city, Its 
remarks, of course, refer to the retail 
houses; the general advertisers continue 
for the most part down-town. The 
great majority of advertising men (in 
the sense of those who handle the bulk 
of the country’s advertising) are to be 
found within a short radius of Print- 
ing House Square. 

——e 

AN advertiser in Forest City, Pa., 
appears to solicit a curious sort of 
trade. His announcement in the local 
paper reads: 





EVERY ONE 


who cannot get trusted anywhere else come 
to Blank's. 








THE editor of London 7ruth re- 
cently called attention to a peculiar ad- 
vertisement : 

A lady at Blackheath, advertising for two 
servants, appends the following hints: ‘* Such 
as fear God would be greatly valued. Eccle- 
siastes, xii, 13." “he text referred to is that 
which says, “* Fear God and keep His com- 
mandments, for this is the whole duty of 
man.” I fancy, however, that even in the 
most religious households a good deal more 
than this is included in the whole duty of 
servants, 





AMONG the World’s Fair exhibits, 
few have been more interesting to news- 
paper men than the one shown in the 
Editorial Reception Room of the Ad- 
ministration Building. The walls of 
this room have been most ingeniously 
papered with the front pages of news- 
papers from all over the world. ‘The 
collection, which includes many curious 
prints, was made by Mr. Harlan P. 
Hubbard when he was in the advertis- 
ing agency business at New Haven. 
The papers are artistically grouped, 
so that they overlap one another, show- 
ing only the most characteristic por- 
tion of each. The frieze is made up 
almost entirely of trade papers and at- 
tractively illustrated journals, while the 
dado consists mainly of large fancy 
comic publications. The general effect 
is striking, and a careful examination 
affords an instructive review of the 
world’s press, 
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Very laughable examples of the re- 
sults of a foreigner attempting to write 
the English language are sometimes 
seen in advertisements. A wonderful 
specimen of ‘‘ English as she is wrote” 
is a circular distributed by M. J. Stein- 
brener of Winterberg, Bohemia, in con- 
nection with his samples of prayer- 
books, ‘* which are at the Exposition at 
Chicago exhibited.” His prayer-books 
must be remarkable, for he informs the 
public that they are equipped with 
**new sensational (!) decorations.” 
The circular eloquently concludes : ** If 
you will enter with me in business con- 
nection, I could offer you under these 
circumstances very large advantageous 
and would try, to make this business 
communication satisfactorily in every 
direction.” 

Probably Mr. Steinbrener will em- 
ploy a translator next time, instead of 
trusting to a dictionary. 


COON IN CANADA, 


HERALD OFFICE, ' 
HinEsvIL_e, Georgia, Sept. 22, 1893. 
Editor of Printers’ Ink: 

Some time ago I received an advertising 
order from W. A. Coon & Co., of Montreal, 
Canada, to insert a reading type advertisement 
for $3, less 25 per cent. commission, The 
order was faithfully executed and bill rendered 
accordingly, but no money or rep'y has ever 
been received, although they have been writ- 
ten three times concerning the matter. I 
would like to know why Printers’ Ink (our 
little Bible of pints to editors) does not print 
the names of the reliable advertising agencies 
in the United States and Canada, 

R. M. Martin. 

A younger merchant, wishing to learn 
what rule he had followed, was told by 
an older one, famous for never making 
bad debts: ‘‘I never trust a man who 
stutters, I never trust a man who 
squints, and I never trust a man by the 
name of Bradshaw.” Our friend, 
Martin, of Georgia, may not find any 
application of this story to his own case. 
Perhaps he can, though. It is an un- 
doubted fact that the general run of 
newspaper publishers are more than 
willing to trust any and everybody who 
wishes to be trusted. Advertising 
costs them nothing, and to swap it for 
a bill against a worthless debtor seems 
to them a pretty fair transaction. It 
has even been asserted that an advertis- 
ing agent, known to be irresponsible, 
can induce publishers to take business 
from him at a lower price than would 
be accepted from Bates or Ayer, on the 
ground that as the account will prob- 
ably never be paid, the smaller the 
charge the less the loss will be, 


THE ADVERTISER FOOLED THEM. 


— 

Orrice or Tue Kenton Dauty News, )} 

(Over 950 Daily). 
Tue Week.y Graruic-News. , 
Over 2,200 Weekly.) 
CENTON, Ohio, Sept. 25, 1893. } 
Editor of Printers’ INK* 

We should be pleased to have you work out 
a small problem inarithmetic that is bothering 
us some, 

A contract is made with an advertiser for a 
rate of $10 per inch per year, for an ad in both 
daily and weekly editions, with proviso for ad- 
ditional matter pro rata, One hundred inches 
extra space 1s order: d, one time in daily and 
one time in weekly. Please figure out the 
true pro rata charge. 

Very truly, 
W. M. Beckman & Co, 

A better time to figure out the 
meaning of such a contract would be 
before signing. 





iianaiinadiaes 
In one window of a Brooklyn shoe 
store are these three signs: 





Tis sweet to love, but, oh, how bitter! 


To love a girl whose shoes don't fit her. 





Girls shod here usually fall into a fit. 








A box of corn-salve given with every 
pair of shoes | 





asap 
A LEADING dressmaker of West 
Superior, Wis., called at the office of 
the Evening Telegram and told the 
book-keeper that she wanted to rent 
a furnished room, with steam heat and 
bath. She added that she was occupied 
during the day, and asked to have a 
suitable ‘‘ Want” prepared and in- 
serted in the paper. That evening the 
following announcement appeared, un- 
der the head of ‘* Too Late to Classify”: 
ANTED—A furnished room by a lady 


occupied through the day with steam 
heat and bath, Address Mrs. X, 


- 


READY-MADE ADS, 








Tue Puvaskt Citizen, i 
Puraskt, Tenn., Sept. 15, 1803. f 
Editor of Prixtexs’ Ink: 

The weekly visits of your little advertising 
educator, Pxintexs’ Ink, are hailed with as 
much delight in this office as the advent of 
Baby Esther was at the White House. There 
isnot a number that does not contain some 
suggestion that is put to practical use and 
profit to the office by us, The ideas contained 
in your ** Ready-Made Ads”’ are utilized by 
us in various ways, 

Very truly, 
Tue Putaski Citizen, 
By F. R. Birdsall, Mgr. 
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NEWSPAPER MANAGEMENT. 
‘By Thos. ‘B. Ferguson. 


(Business Manager of the Washington “* Even- 
ing News.’’) 

To manage a newspaper success- 
fully—granting that the enterprise is 
equipped with the best obtainable 
men, as well as machinery—the man- 
ager himself should be equipped for 
his task by experience in every depart- 
ment. So many newspapers languish 
‘or fail because no thoroughly experi- 
enced men direct their ways. ‘This 
proposition seems to be so little under- 
stood by laymen who invest money in 
newspaper property! The question 
always occurs to me: Why don't the 
government put some apt and reliable 
business man in command of one of 
our steel cruisers? It might as con- 
sistently do soas for a stock company 
to trust the management of a news- 
paper, with its large force of mechan- 
ics, and with machinery as compli- 
cated as the engines of a line-of-battle 
ship, to a layman, simply because he 
is reliable, energetic, and perhaps 
gifted with ideas, I do not mean that 
he must necessarily have been a press- 
man, a compositor and an editor, al- 
though all the better if he has; but 
every intelligent man masters the ele- 
ments of a trade by absorption, if he 
applies his mind in the process of mak- 
ing his way upward from the ranks; 
and I hold that this knowledge and 
experience are imperative in a success- 
ful manager. Of course, I make 
allowance for a paper firmly estab- 
lished on a money-making basis. I 
am speaking now more directly of 
newspapers that need the fostering 
care of a faithful nurse in order that 
they shall attain to robust manhood 
hereafter. 





There is in the history of every 
paper, large or small, a period when 
it begins to make money. To that 
period nothing so well applies as the 
well-known lines of Shakespeare : 
There is a tide in the affairs of men which, 
taken at the flood, 

Leads on to fortune; omitted, all the voyage 
of their lives j 

Is cast in shallow and in miseries. 

Beware of that tide! In most cases 
close and economic management have 
led the paper to prosperity through a 
course of hardships and_privations. 
At last the turning point comes. The 
strain on the manager relaxes, and he 
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surveys his accomplishment from a 
lofty pedestal of gratification and 
pride. He begins to dream of expan- 
sion and conquest of new territory. 
Ile enlarges his paper, increases his 
force, adds new features, and in a gen- 
eral way creates new channels of ex- 
pense. Ina short time he learns that 
the trim little paper he led to pros- 
perity over so many shoals was just 
the right thing for his peculiar field, 
It absorbed just enough of the revenue 
to leave him a margin, smaller or 
greater, and was just the right thing 
in the right place. The new paper 
eats up all his revenue, and much 
more, too; and he cannot go back to 
the old model now, because he has 
passed the golden mile-stone ; he has 
not taken the tide at the flood, and is 
hopelessly drifting to destruction amid 
the shallows of his short-sighted pol- 
icy. Hence, when you are making 
money, don’t lose your head. Keep 
the paper steadily in the channel in 
which it became prosperous, and be 
careful how you complicate its affairs 
with new sources of expenditure. 
Make legitimate improvements, but 
keep your income within safe limits. 


The main channel of a paper’s ex- 
penditures is the editorial department. 
In some newspapers it dominates the 
business end, It may do so success- 
fully in some cases, but they are ex- 
ceptional. A great many brilliant 
writers and eminent theorists on the 
methods of management are signal 
failures in the practical workings of 
the counting-room. In the language 
of a Western friend: *‘ They think 
they know, but they don’t.” I con- 
sider it, as a rule, to be far more safe 
—speaking now of struggling news- 
papers, not firmly established ones— 
that the manager should determine to 
what the expenses of the editorial de- 
partment shall be confined, and that 
that decision be rigidly adhered to, 
than that the plea of ‘* must do that” 
from the managing editor should, even 
for one moment, suffer the control of 
the nursling to escape from the hands 
of the man who puts in sleepless 
nights to plan its final emancipation 
from the ills to which infants are heir, 
and newspaper infants particularly. I 
do not believe in subjecting the edi- 
torial department to ‘‘ the sordid pol- 
icy,” if you please, of the counting- 
room. But I do maintain that the 


managing editor should judiciously 











co-operate with ‘‘ the down- 


stairs.” 


man 


A manager without original ideas is 
as useless as a canary bird without 


song. In the course of a year the av- 
erage manager has drifting into his 


office a hundred varieties of men with 
to increase the circulation, 
and guaranteed prescriptions for build- 
ing up the paper. He would be a fool 
not to listen to these men. How 
charmingly they unfold their ideas! 
The strong side first; then the whole 
ruck of impracticable details (extracted 
by a sharp system of cross-examina- 
tion), with their tangle of ‘‘ifs” and 
‘provided you can do so and so,” 
Woe to the manager if he be manager 
in theory only! ‘The fetching talk of 
these disguised book agents and light- 
ning rod contractors would move a 
rock. And woe to the paper if these 
splendid theories are entertained and 


schemes 


put into practice. ‘There is a strug- 
gling paper to-day, not one thousand 
miles away, that has some three or 


four carloads of books, printed on re- 


jected plates, of which it could and 
would dispose at the price of old 
paper, if only the paper were of suffi- 
cient good quality to fetch a vcspect- 
able consideration, even from papet 
mills. Yet the scheme on it. face 
looked entirely feasible. On the other 


hand, don’t conclude that there +e no 
schemes in the market, and un- 
less you listen to men as they call on 
you and present them, you may! 
an opportunity to benefit your paper. 
The fact is, what is a striking 
in one field is often a rank failure in 
another. ‘The manager should listen ; 
but deep in the folds of the gray mat- 
ter of his brain he should himself pos- 
sess the originality to adapt others’ 
ideas to his requirements, to improve 
upon schemes submitted, and, better 
than all, to himself invent the meth- 
ods fitted to his purpose. 


gor ye 
liss 


success 


3e honest with your advertisers and 
with your subscribers. It is a flagrant 
error that some men make to deceive 
their customers about circulation. If 
your circulation is 16,000 and you tell 
advertisers it is 30,00, don’t flatter 
yourself that your customers will never 
find out the difference. Business men 
not deceived long. The business 
largely operates by intuition. 


are 
world 
Intuition of 
than a certificate of character, 


a man’s honesty is better 
By in- 





NTERS’ 
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tuition advertisers infallibly reach a 
correct estimate of your circulation, 
If you claim 30,000 and you have but 
16,000, your advertiser’s confidence in 
the paper falls 50 per cent. If you 
say 16,000, and the circumstances that 
contribute to form his intuitive con- 
clusion convince him that it is the 
truth, his confidence rises 100 per 
cent. Every time you add 1,000 to 
your circulation, he will rejoice with 
you; and as you increase his interest 
in your enterprise, you confirm § his 
loyalty to your cause, until, figuratively 
speaking, he becomes one of the back- 
ers of the paper. 


Finally, the true business manager of 

an aspiring young paper never sleeps ! 
—— 

We learn from Democratic sources 
that ex-Speaker Reed is awfully afraid 
of Speaker Crisp and Amos J. Cum- 
mings, who are supposed to be the 
ablest debaters on the Confederate side 
of the House.—.V. Y. Commercial Ad- 
vertiser. 








SIGN-BOARD ENGLISH IN JAPAN, 
From Tit-Bits. 

Here are some attempts at English to be 
seen on the sign-boards in the streets of 
Tokio: 

** Wine, beer, and other medicines.”’ 

es A shop, the kind of umbrella, parasol or 






“The shop for the furniture of the several 
countries 

** Prices, no increase or diminish.’ 

** All kinds of superior sundries kept her: 

**Skin maker and se'ler (portmanteau shop). ’ 

** Ladies furnished in the upstair.”’ 





There are many publications nowadays de- 
voted to the interests of the advertiser that 
elucidate and make easy and intelligent this 
difficult branch of the modern business man’s 
labor, and it is as necessary that he should 
peruse some such as that he should take his 
own trade paper. In lieu of a full list of such 
publications, we cannot do meg than recom- 
mend Printers’ Ink, of New York City, 2 
clever and conscientic US W eekly that is a boon 
to advertisers everywhere, and a decided 
blessing to the newspaper fraternity,—C 
mercial Traveller. 


i= 


SOME LEADING NEWSPAPERS 
ARKANSAS. 


Arkansas (pop 19,459), the 
to the 


In Conway County, 
largest circulation rating is accorded 
Weekly Pilot, published at Morrillton. 





co—Is given an av- 
erage monthly by far the largest 
of any monthly in California’ 


MASSACHUSETTS. 


’ ‘Boston, — monthly ; 
circuls : . much larger than any other 
youse ation in Massachusetts devoted specially 
to t ive stock interest, or than any other 
Poultry journal! in the United States. 





regular 
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MISSOURI. 


MEDICAL BRIEF, EF, monthly, St. Louia, has 
a regular issue of 30,473 copies, guaranteed by 
American Newspaper Diree story, a larger circula- 
tion than any other medical journal in the world. 


OHIO. 
2 ( pense 


The American Builder: :: accont= 


ed the largest circulation rating of any are 
tectural or builders’ journal west of New York. 


PEN NSYLVANIA. 


Pittaburgh PRESS has the largest circuia- 
tion rating of any dai y in that city, viz: 40,964 | 


TEN NESSEE. 


MEMPHIS APPEAL-AVALANCHE—Is 
| na larger circulation rating for its daily, a 
arge rcirculation rating for its Sunday and al 
larger circulation rating for its weckly than is 
accorded to any other daily, Sunday or secular 
weekly paper in Tenness 
WISCONSIN. 
LWAUKEE WISCONS N: Is ac- 
oun dah 


igher circulation rating than is given 
to any other evening daily in Wisconsin. 











Displayed Advertisements 
50 cents a line ; $100 a puges 25 per cent 

extra for specified positi. er anted. 
Must be handed in one week in advance. 





CTs MPS FOR COLLECTIONS —Send 

w or lists. E. T. _P ARKRER, Bethlehem, Pa. 
SEATTLE T E LEGR APH, the leading 
Democratic daily north of San France isc Ow 











our ERIOR Mechanical Engraving, Photo Elec- 
N trotype Eng. Co.,7 New Chambers St, N. Y. 


I EE INDEPENDENT. Own your own news- 


paper. Se nd for estimates to PICTORIAL 
WEEKLI <LIES CO. , 132 Nassar Nassau § St., New York € ity. 


GERMANII Magazin agazine for the study of the 

German lang. and litt. For 

sample copies, rates of advertising. etc., address 
GERMANIA, Manchester, N. H 

Advertisers? PERFECT Record. 
Designed, 1 Coprrighted (1893) and I abla hed by 
Lu™ SMITH, Se Pit. Ps 
SEND STAMP FOR FREE S2 MPLE PAGES. 


ic Always pay . 
ivertisers. 


PUB 
OPI iN To (oe 


A COPY OF pig b may 000 
Proven. Only 
line. “ONCE ey MONT hes 
Det rolt, Mich, | 
HOPKINS & ATKINS, 
he see pape D.C. 20 
experience. 
Write forio formation 


The Housekeeper, Minzcapoils, 
issooo” Pays Advertisers. 
LOUISVILLE sores" csrctiation 500 
weekly. For free distribution at all local ote is 


clubs and public resorts. 243 Fifth St., Louis 
ville, le, Ky. 


want paying returns, be sure 

to oi the People House 

hol DB’ eit Ss 
MST" wer — 
































Bas-Relief, Wood - Fiber 
Advertising Signs. 


LIGHT WEIGHT, STRONG, DURABLE. 
An Unrivaled Out-door 


Cheaper and better than 
Plaster of Paris or Composi- 
tion Signs for indoor use. 

Made in any desired 
shape. 

We have made clock 
fronts from ‘* Wood-Fiber 
for years, and now propose 
to make both out and in- 
door signs. The sign illus- 
trated is 21 x 6 inches. 
double-sided, and intended 
for store-front use. This 
design was made for an 
English customer. Write 
for Circular and Prices. 


CRYSTAL PALACE CLOCK. 


A novel and beautiful Glass Paper 
Weighter Mantel Clock, made with or 
without advertising matter. Suitable 
for desk adv., premiums or prizes. Write 
for priees on any desired quantity. 

Seth : 

Thomas 

Movt. 





Fatent 
applied 
or. 






Newspapers, 


Used and rec- 
Clothiers and Specialty Manufacturers. 


leading 


EIGHT-DAY SARANAC. 
A large, reliable Adv. Clock, suitable 





Height, 31 in, 
Write for Illustrated Price List. 


for use in public places, 


ommended by 





BAIRD CLOCK CO., Plattsburg, N. Y. 





ven. Circ’ *n over 1005. » % go 60c, per 


London, Eng-—181 Queen Victoria St., E. C. 
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First-class, and no other 
JOB PRINTING Printers’ Ink Press, N.Y. BOO "eee... Y 
RAPID ADDRESS We have told many—and will tell you 
The only authentic Trade I ENS: lopes and MW 0 Write! Chi. Photo. Engraving Co. 








y by ‘mac soya 








Wrappers addressed in a “ 185 Madison St., Chicago. 
Names guaranteed shestee ly correc For par. a - - —— a 
ticulars address F. D KNAP, Prest., 314, 316 HARD TIMES: 


Broadw ay. New York Ci A condition, not a 
theory, confronts ad- 
vertisers. How meet 
it? Use better medi- 
ums, better display, 
lower rates, greater 
circulation, less wind 
more horse-sense and 
less damfoolery. Ar 
gue this out with the 
American Se — 


TRIKING | “INITIALS. 


FOR ADVT. HEADINGS Only used 
once ; 30c. each ; $3.00 dozen. 
Advt. Dept., HAINES & CO., Phila. 


Columbian Desk Cata- 
logue 160-pages, post- 
age 7c. Desks from) 
$6.00 to $600.00. *.° 


| American Desk & Seating Co. 
271-272 Wabash Av ,Chicz ago, mH. 








Board Journ 
Milwaukee, Wis. 
pA Tey _We ‘li convince you. 


A Thousand Newspapers 


A DAY ARE READ BY 









ie holding Papers, Letter | 

Files, Anything. Cle an, | 

panes ens. n Portable, 

Cheap. In use all over U.S. 

Send for eatalow and testi ‘The Press Clipping Bureau, 
68 parton St. Beaten, Mass. 


WATCHES ~~ FOR WHOM ? sittis.tes 
Are the Best PR EMIUMS. | “" news of construction; ant addresses of 


probable customers; 
Address the manufacturers direct. | One hundred class and trade papers; 
Public men, corporations, professional 
THE eng eg a co., men, who w fant to get news, see what is said 
“ = of the m, or gauge public opinion 


THE EVENING JOURNAL, NEWSPAPER 


JERSEY CItTY’S 
FAVORITE FAMILY PAPER. 


Circulation, - - = = (5,500. FALL PREMIUMS. 


Advertisers find IT PAYS! 


FALL ADVERTISING | How Selected. 


AT SUMMER RATES. | How Supplied. 
1360 Newspapers 











mostly weeklies, some dailies, in Western States 
E 


a QESD For catalocves | Increase Circulation 


10 Spruce St... New York. 
50 words, one week, in all $38.00, - BY «= 


PNEUMATIC TUBES) Good Premiums. 


FOR NEWSPAPER OFFICES. 
SEND FOR ESTIMATES TO 
METEOR DESPATCH CO., 

28 E, 14th St., New York. 
S89 State St., Boston. 
The Providence, R I., Telegram uses our system 


STUDY LAW 
AT HOME. 


TAKE A COURSE IN THE 
~ Correspondenc 
chool of Law. 
(Incorporated ) Send ten 
cents (stamps) for 

particulars to 

J. COTNER, JR-)SEC'Y 
DETROIT, MICH. 
25 Telephone Bldg 


An Old-established Sunday Paper, with job office, in flour- 
WILL SELL FOR $6000 son manufacturing city of 30,000. Business nearly $7,000. 
Great bargain. Address “SUNDA ‘are American Press Association, Cincinnati, Ohio. 


7OU can reach the rich b y advertising in THE ST. AUGUSTINE NE "> one of The News Series, 
y the * court journals ” of American summer and winter resorts. F. G. Barry, pub., Utica, N. Y. 











Catalogue of 1,000 of 





ithe best and how to make 








offers sent on application. 


HOME BOOK COMPANY, 


142 & 144 Worth Street, 
NEW YORK. 
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Lf you want to reach everybody ad- 





vertise in Scribner's—it rsw't necessary 
to have an exhibit at Chicago. 
Address CHARLES SCRIBNER'S SONS, 
743-45 Broadway, New York, N. Y. 

















)<========================= ======= ======>==>=>==5) 
y THE 497H YEAR. N 
" i) 
'——CHURCH MAN | 
" NEW YORK. | 
M A Model Religious Weekly Magazine. i 
M “ The CHURCHMAN is the most distinctively religious journal in America.’— 
WM The New York Tribune. " 
M The CHURCHMAN more thoroughly and singly covers its own field than any \ 
M other paper published, It has no rival te ecutend with.”’—Printers’ Ink. M 
The CHURCHMAN is the most widely circulated Episcopal weekly ; the 
largest and the cheapest. 
Its advertising patronage, for the quarter ending October 1, exceeded 
that for the corresponding quarter in any previous year. 7] 
" Subscription price, $3.50. ry] 
" M. H. MALLORY & CO., 47 Lafayette Place. TI 
t2>=>>===== =========>=>=>>>==>>===>>=>=>========4! 
yey yyy yerwrer rrr yevrervrerrryrereryrerevyreresryrsreyerreryrrrrrsrvererrrrrrreserrrrrese 
$ 
$ . ‘ 
; Any business that relies upon a newspaper 
$ «to keep it alive, can be easily and effectually 


stimulated by a one-time advertisement in 


ALLEN’S 
® LISTS. ® 


And, should the advertisement be continued 
without interruption, the amount of new busi- 
ness brought in would convince the advertiser 
that advertising does pay when a medium 
of the right sort is employed. 


Forms close 18th of each month, 


3. C. ALLEN & CO., Prop’s, Augusta, Me. 
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THE SPLENDID _ Che Dispatch 


Thanksgiving Circulation. 
Number] 7%fustessieus 


approaches we take pleasure in pre- 
== QF <= senting a few interesting figures, 


showing what 
THE 


Aide the 
NEW YORK LEDGER SS" “Ponts 


enterprise have accomplish 

WILL GO TO PRESS ON The success of THE CHIC AGO 
DiSPATCH isthe journalistic mar- 
vel of the American newspaper world. 


3ts Growth: 


383 




















Saturday, November 4th. 








Order and ‘‘ copy” should be sent at 


once to secure insertion. A very large ‘ issue 

extra edition will be printed. Adver- Jan. 2803 nr enen B00 
} tising Rates not increased. For speci- THE AVERAGE DAILY CIRCU- 

men copies, estimates, &c., address LATION AT PRESENT IS 


EDWARD P. CONE, (40.000 


Advertising Manager, 








: LEDGER BUILDING, and the growth continues daily, 
WILLIAM = ong STREETS, JOSEPH R. DUNLOP, Publisher, 
oe ee 113 and 115 Fifth Avenue. 
) FFECTIVELY, 





| WILL SERVE YOu , CONOMICALLY. 


CHARLES K. HAMMITT, 


ADVERTISING, 


231 Broadway, New York. 





CAN OPERATE IT 
"EW MODEL’ 


WEB PERFECTING PRESS 


BUILT “Y THE 
puta > PRINTING PRESS 
FG CO. 


NEW. oan AND CHICAGO 

7 WRITE AND SEE 

HOW IT'S DONE , 
eS 
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A GOOD 


ADVERTISEMENT 


in a religious paper, that has circulation, age, 
character, influence, and the respect of its readers, 
comes nearer producing results than most 
methods. An_ illustrated, original, and pro- 
gressive paper secures business. Such a paper is 
the Christian Standard, Cincinnati, popularly 
known as the Standard Religious Newspaper 
of America. Advertising patronage very large. 
Send for sample copy. Try it. Rates reasonable. 
Any reliable agency, or H. C. HALL, Advertising 
Manager, Free Press Building, Detroit, Mich. 


BOG DOS OG GSO GADSS 8 © POG OSS. 





< 








5 The Unprecedented Success of the a 
a 7 ~ @ 
8 Washington Evening News « 
: e 
() is an evidence that this enterprising, progressive paper © 
® is read and appreciated by an enterprising and pro- ©) 
8 gressive people, and there is such an element in Wash- © 


- 


& 
S 
® 
2) 
© 
@ 


(@) from any newspaper south of Philadelphia. @) 
° eo > > 

@ Shall we have the pleasure of sending you a specimen copy with rates ? @) 
es) For further particulars address Poss 
@) M. C. REEFER, 76 Tribune Building, New York. 3 


OO OCC ODOUOOGOS OOOO OO OOS 


Serres 


ington 


Outside the Halls of Congress 


Of its 17,332 sworn circulation, nearly 10,000 copies are delivered 

directly into the homes by carriers, a fact worthy of consideration—the 

balance are sold on the news stands, in the hotels and on the streets. 
Advertisers claim they get better results from THE NEWS than 
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0-TO-BAC 


(REGISTERED TRADE-MARK) 
Is a guaranteed CURE FOR THE TOBACCO HABIT in every form. Not for 
the reason it makes Tobacco TASTE BAD, but because it acts directly on 
the nerve centers, destroying the nerve-craving effects, preparing the way 





for discontinuance without inconvenience. Notobac stimulates, builds up 


and improves the entire 


nervous system. Many report a gain of 10 pounds 


in as many days. Among the tens of thousands of testimonials, here are 


a few from newspaper 
- = = PRO 


ANGELICA, N. Y.,} 
April 13, 1892. § 
Gentlemen—I used tobacco 
for at least 25 years, smoked 
on an average of six to eight 
cigars a day ; used one box of 
Notobac and have not smoked 
or used tobacco, neither have 
I wanted it since. Any man 
who wants a cure should use 
Notobac. 
M. L. RUMPFF, 
Editor Angelica Every Week. 





HENDERSON, Ky., June 9, 1892. | 
Gentlemen —I have been completely and perma- used by one of my 
nently cured of the tobacco habit by Notobac, cess. ‘ 


and feel very grateful. I talk 


favor, although it is against my rules 
Fraternally yours, 

CHAS. J. 

Editor Kentucky Workman. | 


men, 
VING THAT NOTOBAC ° - - 





MILWAUKEE, Wis., } 
June 10, 1892 ‘ 
Gentlemen—Would have re 
porsed sooner, but wished to 
ye sure of the case. I used 
tobacco for over thirty years, 
but Notobac has cured me. 
If used according to direc- 
tions it will cure any one of 
the tobacco habit, as it has me. 
Yours truly, 
W. A. BOOTH, 
Editor Evening Wi isconsin. 


Cures 


THE 


TOBACCO 
HABIT 


Every Form 






Ware Prxg, Colo., June 13, 1892. 
_ ntlemen—The three boxes of Notobac were 
employees with excellent suc- 
-rior to the use of Notobac he used from 
a pound to a pound and a half of chewing to- 
| bacco weekly. He does not now have the slight- 
le »st desire for tobacco. I consider Notobae one 
jot the marvels of the age. ag truly, 
GEO. 8. IRWIN 
Editor White Pine Cone. 











editorially in its 


HIRTH, 


Any Newspaper Publisher 
Who wants to try NOTOBAC—one box, cost $1; three, cost $2.50—can get it by making 
application, mailing copy of paper and agreeing to pay for Notobac in advertising. Jan. 
13, 1892, we used page in Printers’ INK making this proposition. Hundreds accepted and 
have been cured. 


A N Y M A N will find in NOTOBAC an absolute guaranteed cure. 1 Bx, $1.00; 
3 Boxes, $2.50. At Drug Stores or by mail for price, covered by 

- = OUR GUARANTEE = = 
IS PLAIN AND TO THE POINT, Three boxes of 
PUBLISHERS ® NOTOBAC, 30 days’ treatment, costing $2.50, or a little less 
than 10c. a day, used according to simple directions, are guar- 
We, the publish- anteed to cure the tobacco habit in any form, SMOKING, 
ers of this paper, CHEWING, SNUFF and CIGARETTE HABIT, or money re- 
know the S. R, Co. funded by us to dissatisfied purchaser. We don't claim to cure 
to be reliable and EVELY ONE, but the percentage of cures is so large that we 


will do as they can better afford to have the good-will of the ovcasional fail- 
agree, This we ure than hismoney. We have faith in NOTOBAC, and if you 


try it you will find that NOTOBAC Is to you 
GUARANTEE WORTH ITS WEICHT IN COLD 














We print a book, called ** DON’T TOBACCO SPIT AND SMOKE YOUR 
LIFE AWAY,” mailed for the asking. Address, when you write, 
THE STERLING REMEDY CoO., 


INDIANA MINERAL SPRINGS, WARREN CoO., IND. 


A. . THOMAS, Pres., of Lord & Thomas, Chicago. 
P. T. BARRY, Sec’y, of Chicago Newspaper Union; Chicago Office—45 Randolph St. 
H. L. KRAMER, General Manager, Ind 


iana Mineral Springs, Warren Co., Ind, 
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SECOND STREET—15 MILES. 


GERMANTOWN AND RIDGE AVENUES—10 MILES. 


BROAD STREET—9%{ MILES. 


FRANKFORD AVENUE—8 MILES. 


FIFTH STREET—6}4 MILES. 


MARKET STREET—5}6 MILES. 


LONG STREETS OF PHILADELPHIA. 

Although Washington is known as the “city of magnificent distances,” Philadelphia 
may well claim a portion of the title, for no city in the world has streets in any way ap. 
proaching the length of some of Philadelphia’s principal thoroughfares. The most promi. 
nent, of course, though not quite the longest, is Broad street, which stretches away for nine 
and three-quarter miles in a line so straight that nothing but an official survey can detect 
the very slight deviation in the southern portion of the street. But for that slight varia- 
tion from a straight line the street would extend due north and south for its entire length 
from League Island on the south to Fisher’s Lane, at Logan Station, on the north. Through. 
out that distance the only obstacle is the City Hall at the intersection of Market street, 
On the city plan, Broad street is laid down as extending to the city line, near Oak Lane 
Station, but it has not been opened above Fisher’s Lane. 

The longest open street is Second, which begins down near League Island, where it is 
known as League Island road, and later ongas Old Second street. When it gets above the 
built-up portion of the city it is called Second street pike, and extends to Fox Chase, a dis- 
tance of about fifteen miles. It is nearly all stores, 

Germantown avenue is about ten miles long within the city limits, extending from 
Front and Laurel streets diagonally towards the northwest through Germantown and 
Chestnut Hill, crossing over into Montgomery county in the Wissahickon Valley on the 
other side of Chestnut Hill. Ridge avenue is but slightly shorter, exten(ing in the same 
general direction from Ninth and Vine streets to the Montgomery county line. 

Of the numbered streets Fifth comes next to Second in length, being about six and a 
half miles long, while most of the other numbered streets average about five and a half 
miles. Frankford avenue, running through Kensington, Frankford and the Thirty fifth 
ward, is eight miles long, while the proposed Richmond avenue, from the City Hall to Tor- 
resdale, would be twelve miles long. 

The longest east and west is Market street, which runs from the Delaware River to Cobb’s 
Creek, the boundary line between Philadelphia and Delaware county, a distance of five 
and a half miles. 


- »« TME- - 


hiladelphia Item 


Is the ONLY paper that owns and runs 


WHOLESALE DELIVERY WAGONS. 


Our 35 wagons go over the above territory TWICE every 
day. We run 6 more in adjoining towns. 
Is it any wonder that we sell over 


186,000 Sa 200,000 on Sunday? 


Our Five Hoe Quadruples print as fast 
as the wagons can carry them away. 





S. C. BECKWITH, Sole Agent Foreign Advertising, 


48 TRIBUNE BUILDING, 509 ‘* THE ROOKERY,”’ 
NEW YORK, | 


CHICAGO. 
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3 SOWING PENNIES—REAPING DOLLARS, “Be 





It affords us much pleasure to testify to the merits of CoMFORT as an advertising 
CHICACO. medium. It surpasses all others on our list. GIBBS KESPIRATOR Co. ” 


ILLINOIS. Atthe end of last season, when we went through our order files, we found Com- 

. ~* FORT had ong us nicely ; hence we increased our space for 93. The number of 
replies received this year has been much larger than last, indicating that results will be fully, if 
not more, satisfactory than last season. ROUSE, HAZARD & Co, Cycles.—Peoria, Ill. 


Our advertisement in COMFORT has been exceptionally satisfactory. There is 
NEW YORK. scarcely a periodical of prominence that we have not used (we know of none), 
and COMFORT heads the list. MarcHAL & SMITH PIANO Co 


Our experience has been extensive and we have tried nearly if not quite all of 
NEW YORK. the best mediums in this country. We can say, without any hesitation what 
ever, that CoMFORT ranks at the top. Our returns from our last contract were simply immense 
—TYPEWRITER HEADQUARTERS, 45 Liberty Street.—Aug 23, 1893 


ILL {n our advertising summary for 1892, showing results from some thirty six hundred papers, 
* CoMFoRT stands very high, indeed, the cost per application being surprisingly low —Lyon 
& HEALY.—Chicago, Iil., Aug. 8, 1893 


PA We have completed our summary list for the past spring, and find Comrort among the very 
* best paying journals. KAYSER & ALLMAN, Paper Hangings, Window Shades, etc.—Phila.. 
Pa., Aug. 7, 1893. 


I have obtained excellent, indeed astonishing, results from my patronage of COMFORT 

IOWA. 1 often remark that * were there a hundred ComForts I would use them all.” The 

»newals of my contract are the best praise 1 can give your valuable medium. C. N. NEwcoms, 
Mfr. Carpet Looms and Weavers’ Supplies.—Davenport, Iowa, Aug. 14, 1893. 





ME You struck it just right when you named your paper ComFoRT We certainly derive com 
* fort from the large returns we receive from our advertising with you We do not think 
there is any other paper or list of papers (at least, we can’t find them) that will bring the same 
returns for money expended that CoMFORT will. We now have a yearly contract with you and will 
gladly make it five years ; for, while we began with you when your rates were fifteen cents a line, 
our advertising never paid us better than now, when it costs five dollarsa line. A. SPEIRS, Mfr. 
Portable Force Pumps, Steam Cookers, etc.—North Windham, Me., J uly 2A, 1893. 


N é It gives us pleasure to state that the returns from our advertisement in ComFort have 
. * been excellent. You may know this from the fact that we have placed with you a con 
tinuous advertisement. BEETHOVEN ORGAN Co —-Washington, N. J., Aug 11, 1893 


wis We are pleased to acknowledge that our experience with ComForT has been most satis 
* factory. It stands second on our list of over forty different publications IMPERIAL BIT 
& Snap Co.—Racine, Wis , Aug. 7, 1893. 





I am so well pleased with returns from ComForRT that I desire to keep a 


D. Cc standing adver 
2 * tisement. S. C. FitzGERaLp, Patent Attorney.— Washington, D. C., July 1893. 











MICH We have now been advertising in your publication for the past nine months, and upon 
* looking over our records we find that we have been rece iving a surprisingly large 
number of inquiries, and out of these inquiries we have succeeded in getting a good number of 
students to study law with us It will interest you to know that our returns from CoMFORT have 
been in every way satisfactory. THE SPRAGUE CORRESPONDENCE SCHOOL OF LAW.—Detroit, Mich., 
July %, 1893. 


OHIO We have used ComFort with success, and expect to use it again when we place our next 
* line of business THE WILBER H. MurRAY MFG. Co.—Cincinnati, Ohio, Aug. 5, 1893. 


You are aware that we have recently renewed our contract with your paper. Allow us 

MASS. the pleasure of saying in this connection that with our experience of several years’ 

advertising in CoMFoRT we have been entirely satisfied, and think we have had as good returns for 

our money as from any other medium we have used THE PINLESS CLOTHES-LINE Co.— Worcester, 
1893. 








Mass., Aug. 7, 


Comrort “ got right there” last season, as usual. Any one looking over oar mail must 


N. Y. agree with your claim; “If you put it in COMFORT, it pays.” J. J. BELL, Seedsman.— 


Flowers, N. Y., Aug. 9, 

FIRST IN CIRCULATION—FIRST IN RETURNS 
TO ADVERTISERS — FIRST IN THE HEARTS OF 
THE MIGHTY MIDDLE CLASSES—COMFORT. 
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Advertisements 


- IN THE - 


American 


N 
Directory 1 894. 


weeeQeere 4 










































Advertisements inserted without any specification as to 
position : : 
RD BIG oo 6.05 00 ce sceevese $100.00 
One-half Page.............. 50.00 
One-quarter Page.......... 25.00 
Advertisements grouped at the end of the catalogue for \ 
the State, 25 per cent additional, viz. : : 
I Bo 56sec v v:ceesecces 8125.00 : 
One-half Page.............. 62.50 
One-quarter Page...... ... 31.26 “a 
Advertisements inserted in position actually among the | 
catalogue descriptions, charged 50 per cent additional, viz. : | 
I To iicccsceceseweed 8150.00 
One-half Page.............. 75.00 4 
One-quarter Page.......... 37.50 ; 
; : ‘ : | 
Advertisements inserted in the catalogue portion of the 
Directory—opposite, or on the same page with the descrip- 
tion—will (if accepted) be charged double price, viz. : 
' 
ee mre 8200.00 / 
One-half Page.............. 100.00 
One-quarter Page......... 50.00 (§ 
All advertisements will also be indexed in the catalogue portion of the 
book, the page where each is to be found being indicated in full-faced type, iW 
provided the order is received before that portion of the book goes to press i 
Every full-page advertisement will be indexed in gold letters embossed on 
the outside cover of twenty directories, furnished free to the paper ordering the 
advertisement. 
Any advertisement can also be found by reference to the general index. )) 


All bills for advertising are payable in cash, 
Ten per cent discount for a cash remittance with the order, 











Address all communications to 


Publishers of AMERICAN NEWSPAPER DIRECTORY, 
10 Spruce Street, New York. 
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PRINTERS’ INK, 


Until the 
Silver Bill 
Is Repealed, 


OR CHRISTMAS COMES, 


Discounts will be allowed on con- 
tinued orders for advertising in 
PRINTERS’ INK as follows : 
















For 1 Month, =  § per cent Discount. 
2 Months, = 10 per cent Discount. 
3 Months, = 15 per cent Discount. 
4 Months, = 20 per cent Discount. 
5 Months, = 25 per cent Discount. 
6 Months, = 30 per cent Disccunt. 
7 Months, = 35 per cent Discount. 
8 Months, = 40 per cent Discount. 
9 Months, = 45 per cent Discount. 
10 Months, = 50 per cent Discount. 
11 Months, = 55 per cent Discount. 
12 Months, = 60 per cent Discount. 





This makes a two-line classified advertise- 
ment cost Ten Dollars and Forty Cents ($10. 40) 
for a year, and a full-page displayed adver- 
tisement Two Thousand and Eighty Dollars 
($2,080). This offer is subject to discontin- 
uance when either event above referred to 
comes to pass. Address 


PRINTERS’ INK, New York. 


NOTE.—This offer means literally what it says,and no more. It carries 
with it no special privileges. If an advertiser wishes 2, 20, or 200 lines, or 
any other specified number of lines, to appear in every issue for a full 
year at 40 per cent. of the schedule rate, he may have it as offered above, 
to appear either as display or classified matter ; but because he has a con 
tract for two lines to be inserted a year at 10 cents a line, he will not, on 
that account, be entitled to a page advertisement in the especially large 
editions of PRINTERS’ INK issued trom time to time at any less price than 
other people pay. It is, however, permissible to bargain for varying 
space; for instance, an advertiser may have two lines one week and four 
lines another, alternating, or may contract to use a number of lines, never 
to be less in any one issue, or more in any other issue than is specified and 
set downin the agreement. Inall such cases it must be understood that 
the last copy is to be repeated whenever new copy fails to come to hand 
in time for the make-up. This special rate is liable to be withdrawn sud 
denly, as indicated in the heading of this announcement. PRINTERS’ INK 
isasmall paper, and must not allow itself to become over-loaded with 
low-priced advertisements. 





PRINTERS’ INK. 




















GODERICH sien’ 
a mon PRINT 


In an article published on Sep=- 
tember 3d, 1893, 


wy 
The = = Su 


credited THE RECORDER with a 
larger circulation than any other 
two-cent newspaper, except THE 
SUN and one other, and 


REMARKED: 
“The Recorder 


IS A FAVORITE 
WITH WOMEN.” 

















{ = As it j is nde anne that ] 

women spend nine-tenths of the . 

money that men earn, the moral « 

ve distinctly visible. ? 
tt ll tl lt il tl ll 
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A SERMONETTE. 





LET Me PRLAChS == 
SAND YOU PRACTICE. 


1.—VICK’S ILLUSTRATED MONTHLY MAGA- 
ZINE, published at Rochester, N. Y., continues 
the Fall and Winter Campaign with 200,000. 
Those advertisers who do not use it will miss a 
good thing, Should YOU miss it? The 
yearly rate is $1 per line. 



















2.—“* SUCCESS WITH 
FLOWERS,” published at 
West Grove, Pa., pleases 
every advertiser who uses 
it. 100,000 copies per @ 
month, September 
onward. Will YOU be . 
pleased? The yearly rate Is 50c. per line. 


3.—The old and ever reliable 
NEW YORK WEEKLY WITNESS § 
has an average standard and 
substantial ‘ paid-for-because-they-want-it”’ 
circulation of 65.000 per week, and meriis 
all legitimate patronage. 

Will YOU be introduced? 

The yearly rate is 40c. per line. 






4.—NOTHING but extra select ads. will be 
accepted for SABBATH READING, published 
from the WITNESS office. It’s a bonnie, 
16-page illustrated religious weekly of 25,000 
average circulation. 

Are YOU qualified to go in? 

The yearly rate is 12c. per line. 


The above circulations of these four popular 
and paying publications are guaranteed or 
money refunded if they run short on the yearly 
average. 





% Address all orders for advertising to 
H. P. HUBBARD, Manager Adv. Depts., 


38 TIMES BUILDING, NEW YORK, 
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